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Packard Redivivus 
Cowling: “Safety First” 
The Greater Bates 
Cleary’s Michael 
-—~—pee <« 


By 
Chris Sinsabaugh 


S APTLY EXPRESSED by ing at $795 was shown to dealers 


Advertising Manager F. H. 
McKinney in his talk to his com- 
yany’s distribu- 
tors, dealers and 
salesmen at the 
Masonic Temple 
Thursday morn- 
ing when the 
new models 
were trotted out 
for inspection, 
“Packard has 
put on long 
pants and now 
is in the auto- 


mobile business.” M. M. Gilman 


That this statement hit the nail | 
on the head is borne out by the | 


look that I had at the Class of 
1937 at the proving grounds at 
Utica “vhere we Paul Prys as- 
sembled for the preview. 


line, augmented by a little 
stranger, the Packard Six (that’s 
the official title) which is to be 
the mass production job. Perhaps 
I should not use the word “little” 
in connection with the snappy 
job, for it is a most lusty infant 
and apparently grown up already. 
Throughout the line you note the 
Packard blood strain. You know 
they all have the same father and 
(Continued on Page 21, Col. 1) 





| been hinting for the past several 
| months 


| is 
| quality group, a deluxe eight and 
| the One Twenty. Production for 


| the industry with this new “line 
| of automobiles, 
| price 


Under | 
the big tent were ranged the full | 


———— New Six S Surprise|—— 
Part of Packard’s|! 


Next Year’s Line 


'133,000 Units Goal for 


1937 Gilman Tells Deal- 
ers at Monster Meet 


DETROIT. — Dame Rumor has 


at a new low-priced 
It came out Thursday 
list- 


Packard. 
|when the New Packard Six, 


|for the first time. Supplementing | 
this announcement the company 
putting on the market, the 


the next calendar year is set at 
133,000. 

The announcement is declared 
to be one of the most important 
in the history of the veteran 
manufacturer. Company officials 
predict Packard will rise to a new 
and still more important place in| 





running from a 
under | 


1) 


considerably 
Col. 


class 


(Continued on wags 26, 


Pierce-Arrow 
Signs Up Many 


Trailer Dealers 


BUFFALO.—Withim three days 
after Pierce-Arrow had _ estab- 
lished its territorial set-up for 
the distributorship of the recent- 
ly announced Pierce-Arrow Trav- 
elodge, 48 major’ distributing 
franchises had been signed at 
factory sales headquarters at 

(Continued on Page 3, Col. 2) 





THIS IS THE SIX that Packard sprung on its dealers when they 
viewed the 1937 line this week. Smiling happily as they envision a 
record business for next year are (left): M. M. Gilman, general man- 
ag r and right, Alvan Macauley, Packard president. 
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Packard, Studebaker Prices for 37 


Packard 


Packard Six—100 H. P. 
(115-inch Wheelbase) 

5-Passenger Touring Sedan 
5-Passenger Sedan .......... 
5-Passenger Club Sedan . 
5-Passenger Touring Coupe .. 
2—4-Passenger Sport Coupe 
2—4-Passenger Convertible Coupe 
2-Passenger Business Coupe 


Packard One Twenty 
120 H. P. (120-inch Wheelbase) 

5-Passenger Touring Sedan 
5-Passenger Sedan 

5-Passenger Club Sedan 

5-Passenger Touring Coupe 
2—4-Passenger Sport Coupe 
2—4-Passenger Convertible Coupe 
5-Passenger Convertible Sedan 
2-Passenger Business Coupe 


Packard One Twenty 
120 H. P. (138-inch Wheelbase) 
7-Passenger Touring Sedan 
7-Passenger Touring Limousine 


Packard One Twenty De Luxe 
120 H. P. (120-inoh Wheelbase) 
-Passenger Touring Sedan 
-Passenger Club Sedan 
-Passenger Touring Coupe 
-Passenger Touring Limousine 
-Passenger Convertible Sedan 

5—7-Pass. A.W. Town Car (Le Baron) 


Super-Eight Business Car 
135 H. P.—(139-inch Wheelbase) 
8-Passenger Business Sedan 
&-Passenger Business Limousine 


$106) 
1045 
1050 
1010 
990 | 
1060 | 
1355 
945 





$1690 
1810 | 


$1270 | 
1260 
1220 | 
2840 
3350 
4990 


$2580 
2715 


LANSING, Mich.—D. E. Bates, 
president and general manager of 
the Reo Motor Car Co. an-| 
nounced this week that hence-| 
forth Reo would concentrate ex- 
clusively on the manufacture of 
commercial vehicles. 

“We feel,” he said, “that the day 
has’ passed when trucks and, 
buses can be considered as side- | 
lines. The truck and bus and 
trailer engineer has nothing more 
to learn from the passenger car. 
Today, he must concentrate his 
entire attention on the problems 


The Top Ten 


Passenger Cars 


First Ten in Registrations 
as Reported in ADN Today 
1936 -_-_ — 1935 
Pos. Make Pos. 
1—631,031 Chev. 386,347— 2 
2—499,484 Ford 574,082— 1 
8—313,118 Plym 254,947— 3 
4—156,962 D’ge 116,389— 4 
5—128 801 Olds. 96,519— 5 
6—111,058 Pont. 90,816— 6 
I— 97,790 Buick 40,888— 8 
8— 65,788 Huds* 48,267— 7 
9— 40981 Stude. 25,082—10 
10— 36,475 Chrys. 28,690— 9 
*Includes Terraplane. 
Total All Makes 
2,219,930 1,756,326 


Sce Total Registrations to Date, 1936- 
1935, pages 24 and 25, this issue. 








| presented by 


Twelve—175 H. P. 

MODEL (506—!32-inch Wheelbase: 
5-Passenger Touring Sedan 

MODEL 1507—1!39-inch Wheelbase: 
5-Passenger Formal Sedan 
5-Passenger Touring Sedan 
5-Passenger Club Sedan 
5-Passenger Coupe ........... 
2—4-Passenger Coupe .... 
2—4-Passenger Convertible Coupe 
5-Passenger Victoria 
5—7-Pass. A.W. Cabriolet (Le Baron) 


$3490 


3569 
3660 
3590 
. 420 
3450 
4490 
5700 
MODEL 1508—I44-inch Wheelbase: 
7-Passenger Touring Sedan 
7-Passenger Touring Limousine . 


5-Passenger Convertible Sedan 
5—7-Pass. A.W. Town Car (Le 


4085 
4650 


Baron) 5900 


Studebaker 


| President 


Custom Coupe a 
5-Passenger Custom Coupe 
St. Regis Custom Sedan 
St. Regis Cruising Sedan 
Custom Sedan 

Cruising Sedan 


Dictator 


3-Passenger Business Coupe 
Custom Coupe 
5-Passenger Custom Coupe 
St. Regis Custom Sedan 
St. Regis Cruising Sedan 
Custom Sedan 

Cruising Sedan 


ios 
1035 
1045 


Reo Announces New Policy, — 
Will Concentrate on Trucks 


the increasing de- 
mand for efficiency in commer- 
cial vehicles, if he hopes to keep 
pace with progress. 

“In the past few years the use 


| of the passenger bus has become 


more general than ever. More 
trucks are in service today than 


(Continued on Page 3, Col. 4) 


THE PRESIDENT CRUISING 


$3885 | 


1065 | 


— Engine, | Design, 
Refinements on 


New Studebakers 


Prices Remain Unchanged 
On Both President, 
Dictator Groups 


SOUTH BEND.— As predicted 
by ADN, the new Studebaker line 
|was announced this week. The 
|}new line continues with prices 
unchanged and a wealth of en- 
| gineering and design refinements. 
Studebaker has chosen to bring 
}out no radical changes but has 
|strengthened and beautified its 
|characteristic features, The 1937 
| cars will be produced in two lines, 
|the President group and the Dic- 
tator group. 

Chassis improvements in the 
1/1937 Studebakers include the 
| President’s new overdrive trans- 
mission which is automatically se- 
lective. It may be cut in or out 


(Continued on Page 22, Col. 1) 





* |'Toledo Honors 


Willys-Overland 
With Banquet 


TOLEDO.—Steady employment 
by continuous production of auto- 
mobiles at costs unusually low 
and still consistent with good 
workmanship was promised 
Thursday night by David R. 
Wilson, president of Willys-Over- 
land, at a civic dinner in honor 
of Wilson and his associates for 
the successful reorganization of 
the company. 





attended by in- 
Col. 5) 


The dinner, 
(Continued on Page 3, 





SEDAN shown above gives some 


idea of what the Studebaker models for 1937 will look like. Engineer- 
ing and design refinements mark the new line. At the left is George 
Keller, sales director and at the right, Paul G. Hoffman, president. 





~~ 


GIGANTIC SALES MEET USHERS IN NEW PACKARDS: Here are some of the 4,000 distributors, dealers and salesmen who were present at the unveiling Thursday 
of the 1937 Packard models. At the conclusion of the luncheon in Detroit’s Masonic Temple, the visitors took 150 special buses for the proving grounds. The above photos 
give some idea of the crowds that flocked to both events, Following the preview, dealers took away demonstrators in the industry’s biggest single driveaway. 





4,000 Packard Dealers 
Greet New 1937 Models 


Production of 
Packard cars in the next 12 
months will far exceed that of 
any year in the entire history of 
the company, Alvan Macauley, 
president, and M. M. Gilman, 
vice-president and general man- 
ager, told 4,000 Packard distribu- 
tors, dealers, salesmen and serv- 
ice men gathered here Thursday 
for one of the biggest automobile 
sales conventions ever held. 

Men from the Packard selling 
field were gathered here to re- 
view business plans for the next 
12 months, to view the company’s 
new cars for 1937 and to drive 
home sales demonstrating cars in 
the biggest single new car drive- 
away ever held in the history of 
the automobile industry. They 
had their first view of Packard’s 
new car about which there has 
been much rumor for the last 
several months. They learned it 
is to be known as the Packard 
Six, that it is to occupy a new 
lower price field than the com- 
pany has ever before entered and 
that its public bow is to be made 
on next Sunday when complete 
details about the car will be 
forthcoming. 

New Low Price Six 


The new low price six was seen 
for the first time by the men 
who are to sell it when it rolled 
out on the big stage of the Ma- 
sonic Temple auditorium and, 
with representative models of the 
other three lines of cars the com- 
pany is announcing, was for- 
mally introduced to the huge au- 
dience by President Macauley. 

This ceremony climaxed a busi- 
ness meeting of the big sales con- 
vention. During this session 
Macauley spoke enthusiastically 
of the business outlook of the 
country and of the automobile 
industry for 1937. He said it 
might well be a year of the 
greatest hope and that America 
might become a leader for the 
entire world of business. The au- 
tomobile industry, he added, has 
well demonstrated its ability and 
willingness in leadership during 
the last 12 months. 

General Manager Gilman told 
the convention something of the 
planning that has gone into the 
company’s newest car and into 
the other new models. He an- 
nounced that the company is 
completing a program of plant 
expansion which before the end 
of the year will have cost $18,- 
000,000. Production plans for 1937 
eontemplating the building of 
more automobiles than the com- 
pany has ever before produced in 
one year, will be made possible 
of accomplishment, he said, be- 
cause of bettering general busi- 
ness conditions and because of 
the company’s enlarged market. 


Production Starts 


“Our factories are now swing- 
ing into production on these new 
ears,” he said, “and while it is 
not to be expected that we will 
reach full operations much be- 
fore the middle of the month we 


DETROIT. 


will build 9,000 cars in September. 
This far exceeds production of 
any other one month in the entire 
history of the company.” 

Gilman made it known that in 
the first eight months of this year 
Packard delivered to purchasers 
43,459 cars. This, he said repre- 
sents an increase of 70 per cent 
over the 25,624 cars the company 
delivered in the first eight months 
of 1935, one of the company’s 
biggest business years. Deliver- 
ies of cars in August were 6,400 
he said, exceeding those of Au- 
gust last year by 70 per cent. 

Biggest Lunch 


At the conclusion of the busi- 
ness meeting of the convention 
and following a luncheon at the 
Masonic Temple said to be the 
largest ever served in Detroit in 
the point of guests seated at one 
time, the 4,000 visitors were en- 
tertained in the afternoon at the 
Packard Proving Grounds. 

For the transportation of the 
big gathering to the proving 
grounds the Detroit Street Rail- 
way was called upon to supply 
150 of its largest buses, It was 
said by DSR officials to be the 
largest fleet of buses ever gath- 
ered in America for one single 
trip and extended in a line of 
close formation over three miles. 
Enroute the visitors were taken 
for a motor ride through the 
company’s plant. 

Members of the engineering de- 
partment and proving grounds 
test drivers staged an automobile 
spectacle in the afternoon. One 
of the big features of this pro- 
gram, held on the big two and 
one-half mile concrete speedway, 
was a special race with Bob Mc- 
Donogh, Ralph DePalma, Tommy 








Milton and Col. J. G. Vincent as 
contestants. 

McDonogh, DePalma and Mil- 
ton are all veterans of the In- 
dianapolis 500 mile racing clas- 
sic and Col. Vincent, who is the 
Packard vice-president of engi- 
neering, is himself a veteran of 
the speedways. All four have at 
various times traveled faster than 
any man had ever previously gone 
in a motor car. Both Milton and 
DePalma, each of whom has been 
an Indianapolis race winner, 
have been the holders of the 
world’s straight-away speed rec- 
ord and McDonogh still holds the 
world speedway record for 250 
miles. 

A barbecue dinner at which all 
of the 4,000 were seated at one 
time in one of the country’s 
largest circus tents marked the 
completion of the afternoon’s 
program. 

Beginning Friday morning, af- 
ter an inspection of the com- 
pletely re-arranged factories of 
the company, the convention vis- 
itors began driving demonstrat- 
ing cars to their homes. It was 
the largest single driveway in 
the history of the automobile in- 
dustry. Schedules called for the 
driving away of 3,000 new cars. 


Walton Placed in Charge 


Of Budd Detroit Plant | 


DETROIT. — The promotion of 
Albert Walton to the position of 
works manager of the Edward G. 

Budd Manufac- 
turing Co., De- 
troit division, 
succeeding O. L. 
Currier, re- 
signed, was an- 
nounced this 
week by W. H. 
Farr. Hugh Law 
assumes Wal- 
ton’s duties as 
plant engineer. 


WHEN CHARLES F. (BOSS) KETTERING went to Mansfield, O., 
recently to inspect the General Motors Parade of Progress Exposition, 
he was surprised and pleased to be met by relatives and friends 
gathered to celebrate his 60th birthday anniversary. Left to right: 
Charles F. Hyde, brother-in-law, Loudonville, O.; Adam I. Kettering, 
brother, Ashland, O.; “Boss” Kettering; and Earl Culler, another 
brother-in-law, Loudonville. More than a score of the “Boss’” old 
cronies, including Prof. C. E. Budd, of Loudonville, who taught him 
his first lessons in science, joined in the day’s celebration. 





|has completed 


Graham-Paige Revam ps Plant 
To Secure Higher Production 


DETROIT.—Following the most 
successful current model clean-up 
in the history of the Graham- 
Paige Motors. Corp., President 
Joseph B. Graham has started an 
extensive program of factory im- 
provement and expansion which 
will provide a 50 per cent increase 
in production capacity on the 
1937 series and is expected to ef- 
fect a saving of $400,000 in an- 
nual manufacturing costs. Peak 
employment under the new pro- 
duction schedule will approach 
5,000. 

Graham states that sustained 
buying demand through the sum- 
mer brought field stocks down to 
extremely low levels. Only about 
1,000 cars of the 1936 Graham 
line, he says, remain in the hands 
of dealers and distributors 
throughout the United States. 


The increase in plant capacity 
is in line with Graham’s policy 
of concentrating all operations 
under one roof. The result, he! 
says, will virtually be to permit} 
the manufacturing of custom 
cars on a production basis. 

All assembly lines and major 
factory operations are being ex- 
panded, rearranged and re-epuip- 
ped with precision machinery of 
latest design. Among the import- 





ant changes is the transfer of all | 


body building operations from 
Wayne, Mich., to the main factory 
on. West Warren_Ave., Detroit. 


A feature of the new Graham 
body department will be the in- 
Stallation of 1,586 lineal feet of 
new body paint drying ovens 
equipped to employ natural gas. 
More accurate control of oven 
heat is made possible, Graham 
Says, by the use of gas instead of 
fuel oil. The body spraying and 
drying department, he asserts, 
will be the most modern in the 
entire automotive industry. 


Assembly and conveyer lines 
throughout the plant are being 
rerouted and extended to a total 
length of nearly two miles. Ad- 
ditions are being made also to 
railroad receiving and shipping 
facilities at the factory. 


Graham’s supercharger line is 
accounting for a rapidly growing 
proportion of the company’s in- 
creasing business, Graham an- 
nounced. 


“Supercharger models ac- 
counted for only 6.5 per cent of 
total production on the 1935 line,” 
he said. “On our 1936 line the 
proportion of supercharger models 
rose to 28.5 per cent. We plan to 
include an even higher proportion 
of supercharger in our 1937 lige.” 


Engineers Announce Plans 


For 1937 SAE Activity 


NEW YORK.—T. C. Smith, 
chairman of the Metropolitan Sec- 
tion, Society of Automotive En- 
gineers, this week announced he 
has completed his 1937 organiza- 
tion and that the governing board 
its plan for the 
Section’s activities during the 
coming year. The following are 
the new officers: 


T. C. Smith, chairman; J. F. 
Winchester, past chairman; C. H. 
Baxley, vice chairman; L. M. Por- 
ter, treasurer; J. J. Powelson, 
secretary; Maurice Walter, chair- 
man program committee; S. G. 
Tilden, chairman membership 
committee; W. E. John, chairman 
publicity committee; J. A. An- 
glada, chairman placement com- 
mittee; F. C. Horner, chairman 
regulation and legislation com- 
mittee; S. G. Harris, chairman 
Thursday luncheon committee; 
A. M. Wolf, chairman research and 
safety committee; C. E. Dwyer, 
chairman reception committee; 
Clinton Brettell, chairman com- 
mittee on arrangements and 
facilities; Herbert Chase, chair- 
man Metropolitan Section papers 
committee; Charles Froesch, vice- 
chairman aeronautics; H. K. La 
Rowe, vice-chairman transporta- 





tion and maintenance; T. S. John- 
son, vice-chairman diesel engine; 
F. Laverne Miller, vice-chairman 
fuels and lubricants; H. F. 
Blanchard, vice-chairman passen- 
ger car and body; H. S. Cameron, 
vice-chairman student activity; 
W. S. Peper, representative na- 
tional meetings; H. K. La Rowe, 
representative national member- 
ship, and W. S. Peper, representa- 
tive national sections. : 


Smith stated: “The policy for 
the coming year is to arrange 
the activities of the section in a 
manner which will be most sat- 
isfactory to the members-at-large. 
The governing board and the 
committees have undertaken the 
responsibility of supplying this 
service by ascertaining insofar as 
practical, the wishes of the mem- 
bers. The keynote will be a 
limited number of meetings of 
the highest quality.” 


The section will hold a regional 
meeting in November at the time 
of the Third Annual Motor Truck 
Show which will be held in New- 
ark, N. J. It is also planned to 
hold a meeting in conjunction 
with the automobile races which 
will be held at the new Roosevelt 
Speedway in October. 


\ 





Some Claim Change Needed; 
Others Prefer Present Plan 


> 
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Dealers Divided on Longer Used Car Finance Terms 





ADN’s Inquiring Reporter This Week Asked 


The Following Question: 


Do you think it would help if financing rates for used 
cars were brought more closely in line with new car rates? 
Would this be safe and practicable? 


If the Inquiring Reporter’s 


you, your comment would be appreciated. 


your views on these questions. 


query did not get around to 
Please write us 





DETROIT.— With greatly ex- 
tended credit terms prevailing on 
new car purchases, but with con- 
siderably higher rates applying if 
the buyer wants a used automo- 
bile, there has been more than a 
little criticism to the effect that 
used car terms should be made 
easier. 


Many dealers have expressed 
the thought that the existing 
state of things 
actually consti- 
tutes offering 
the buyer a 
bonus for in- 
vesting his 
money in a new 
car instead of 
buying a used 
model in the 
same price 
class, 


Of course, 
there are two 
very definite 
sides to the 
question and 

the most obvious reasons for not 
extending more liberal terms on 
used car sales are that the col- 
lateral is not as good in used car 
deals, the risk of dissatisfied cus- 
tomers is greater and among the 
used car buyers there is a great- 
er percentage of people who are 
likely to regret the transaction 
and just let the car go back to 
the finance company. 

On the other hand, in order to 
encourage used car sales, the 
terms of their purchase must be 
made at least as attractive and 
easy as the buying of a new car. 
With the more businesslike used 
car methods that now prevail in 
many places, the car itself is 
more of a genuine value and is 
ae likely to give satisfaction to 
thd buyer or prove readily sala- 
ble in case he turns it back. 


To discover what the dealers 
themselves are thinking about 
this pregnant question, ADN’s 
Inquiring Reporter this week 
asked their opinions. Their re- 
plies are chronicled in order be- 
low. 


> * * 


K. D. Sheldon, K. D. Sheldon 
Motor Co. Torrington, Conn., 
Ford: “I would like very much to 
see financing rates on used cars 
reduced as I am sure it would 
materially aid dealers in moving 
them. The safety of a lower 
financing schedule on used cars 
would depend largely on the 
judgment of the individual 
dealer.” 

+ * * 


H. R. Hotchkiss, Hotchkiss Mo- 
tor Co., Waterbury, Conn., Buick: 
“The finance companies soon will 
have to do something about used 
car rates. They are now nearly 
double those prevailing on new 
cars. If a used car is sold right 
with an adequate down payment 
there is no reason why a lower 
interest rate ‘would not be safe.” 


*’ * * 


Clinton Keating, Keating Bros., 
Inc., Stratford, Conn. Ford: 
“Lower financing rates on used 
cars especially older models 
would be of definite benefit to 
dealers and I hope that some- 
thing can be done along this 
line. I know no reason why 
lower rates would be unsafe or 
impractical provided the length 
of payment periods was not ex- 





tended. I certainly would not 
favor increasing the time on used 


cars.” 
ES * * 


C. S. Forsythe, Forsythe & 
Gale, Inc., Dodge and Plymouth, 
Syracuse, N. Y.: “While I think 
that financing rates for used cars 





should eventually be brought 
more closely in line with new car 
rates, I am opposed to a change 
at this time because of the pre- 
vailing greater risk in used car 
sales. The differential is now no 
more than adequate to cover that 
rick as economic conditions con- 
tinue to improve, and dealers 
strengthen their financial posi- 
tion, it should be feasible to make 
a rate adjustment such as is sug- 
gested. New car rates should not 
have been lowered; the reduction 
did not help dealers.” 


cs 


J. B. Rusterholtz, president, 
Rusterholtz & Rossell, Inc, 
Chrysler and Plymouth, Syracuse, 
N. Y.: “The hazard is so much 
greater in used car financing that 
if rates were lowered the finance 
companies would tighen up on 
credits, with the result that deal- 
ers probably would lose rather 
than gain sales. A great many 
dealers are not strong financially. 
It also should be borne in mind 
that in many cases sales of the 
later used car models, 1934, 1935 
and 1936, are being financed at 
the new car rate of six per cent.” 


* # 


Pierce-Arrow 
Signs Up Many 


Trailer Dealers 


(Continued from Page 1) 


Buffalo according to Paul Fitz- 
patrick, Pierce-Arrow vice presi- 
dent in charge of sales. It is 
further reported that more than 
500 inquiries and formal applica- 
tions for franchise were received, 
in addition to those already 
signed. 


It is pointed out that these 
figures do not include present 
Pierce-Arrow car distributors, all 
of whom are automatically given 
the option of handling the 
Travelodge line of trailers on a 
dealership basis regardless of 
distributing arrangements that 
may have already been made 
with other outlets. 


Factory sales officials are 
highly optimistic over the en- 
thusiasm displayed by automo- 
tive sales firms all over the 
country. They say that new ap- 
plications for territory are being 
acted upon speedily to insure 
thorough representation by Sept. 
20. 


Plans are being made to have 
the manufacturing program in 
full swing by Sept. 15. It is said 
that the program is flexible and 
so arranged that production will 
be quickly geared to meet the de- 
mands of the buying public. 


Initial orders now on hand 
insure a steady production 
schedule. Tentative orders from 
distributors who are now nego- 
tiating for the franchise are cer- 
tain to extend this schedule with 
a probable increase in daily out- 
put to insure prompt delivery to 
the dealers. 


CHICAGO SHOW PLANS are under discussion as K. K. Kender- 
dine (left), president of the Chicago Automobile Trade Assn.; H. T. 
Hollingshead, chairman of the show committee, and Al Faeh, show 
manager, get together with the blue print. The show will be held 
Nov. 14 to 21, inclusive, in the International Amphitheatre, Attend- 
ance is expected to top the 300,000 mark by a considerable margin, 


says Faeh. 


Curtice Analyzes Payrolls 
For Successful Buick Year 


FLINT.—The effect on emyloy- 
ment of one of the most success- 
ful years in the history of the 
Buick Motor Co, 
was summarized 
this week by 
Harlow H. Curt- 
ice, president, 
in a_ statistical 
survey of the 
company’s em- 
ployment and 
wage rolls. 

Covering the 
12 months end- 
, ing July 31, 

which coincides 
= & Cues with the begin- 
ning and end of the production of 
the 1936 Buick models, the survey 
reveals that: 

During the year, total payrolls 
mounted to $24,153,000, an increase 
of more than $9,000,000. Over the 
corresponding 1934-35 period this 
was a gain of 59.8 per cent. 

Average employment over the 
same period was 13,561 men as 
against an average during the 12 
months ended July 31, 1935, of 
9,329. This was an increase of 
4,232 or 45.3 per cent, 


During each month of the 1936 
model year, a total of more than 
$2,000,000 was put in the pay en- 
velopes of Buick employes, av- 
eraging $753,000 more than they 
received monthly during the pre- 
vious year. 


With payrolls increasing 59.8 
per cent as against a gain of 45.3 
per cent in employment, each 
Buick employe averaged 10 per 
cent more in earnings than in the 
previous year. 

“Such were the benefits accru- 
ing to Buick workmen as a direct 
result of the substantially ex- 
panded business of the company 
during the past year,” Curtice 
said. 

“Employment was maintained 
at steady high levels throughout 
the year with peaks in output oc- 
curing the last quarter of 1935 and 
in the spring quarter of this year. 
Plants of the company were ac- 
tive throughout the winter months 
however, with the peak in daily 
output occuring during the days 
preceding the Christmas and New 
Year holiday. 

“December was one of the 
highest payroll months of the 
year, with Buick employes re- 
ceiving $2,235,000 for the short 
working month. The largest pay- 
rolls were made up in October 
immediately after announcement 





and in April, May and June 1936, 
when demand for ‘the new cars 
necessitated heavy boosts in pro- 
duction. The average payroll for 
this four months was slightly 
over $2,300,000.” 

Curtice said that output of 
Buick 1936 models totaled 173,435 
including export and Canadian 
shipments, which compares with 
63,985 cars built by Buick during 
the preceding 12 months. 


Reo Announces 


New Policy; Will 


‘Make Only Trucks 


(Continued from Page 1) 


ever before. As business contin- 
ues to improve, the demand for 
trucks and buses of all kinds 
must inevitably increase. We in- 
tend to take full advantage of 
the opportunities these growing 
markets offer. Such a course 
naturally entails a considerable 
increase in existing facilities and 
equipment. 


“The strong financial position 
of the Reo company makes pos- 
sible this program of expansion,” 
Bates continued. “Currently, our 
ratio of quick assets to current 
liabilities places us in a position 
ranking us with the leaders of 
the industry. With this strong 
backing we are able to embark 
on a broad program which calls 
for improvement of service facili- 
ties, the rounding out of our com- 
mercial vehicles line through the 
introduction of new models and a 
series of further important en- 
gineering improvements to be 
announced later.” 


Bates’ statement recalled the 
fact that in 32 years of motor 
manufacturing, the company 
pioneered such innovations as 
pneumatic truck tires and other 
features which made the Speed- 
wagon possible. Improved high- 
ways and the tremendous recent 
growth in popularity of motor- 
driven vehicles for commercial 
purposes have created a competi- 
tive situation in the truck manu- 
facturing business that requires 
a high degree of specialization, 
Bates further said. The determin- 
ation of the Reo Co. to maintain 
its commanding position in the 
industry has resulted in the de- 
cision to concentrate all engineer- 
ing, manufacturing and sales ef- 
forts on commercial vehicles. 


, Be ~—— 
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‘De Soto Installs 
Machinery in 
Detroit Plant 


DETROIT. — With construction 
work on De Soto’s new $5,000,000 
plant nearing completion, instal- 
lation of machinery and equip- 
ment hit ful stride this week as 
engineers sought to ready the 
plant for early fall production. 


Over 4,000,000 pounds of giant 
presses and stamping machines 
have already been set up. Added 
carloads of production equipment 
are being received and erected 
daily, according to J. Frank 
Hughes, superintendent of the 
plant. 


Most advanced of the new plant 
departments is the press section 
where sheet metal stampings will 
be made for new De Soto cars. 
Here batteries of presses are 
being erected over a huge con- 
crete pit, 240 feet long by 130 
feet wide and 14 feet deep. The 
pit is built to accommodate nine 
rows of presses, with a concrete 
viaduct between each two rows 
to serve as working aisles. Steel 
and concrete supports bring the 
mouths of the presses to floor 
level. 


The weight of the presses, and 
the tremendous pressure they ex- 
ert when in operation, required 
the entire building structure to 
be placed on concrete “stilts” as 
a safety foundation. These “stilts” 
are ten-inch diameter steel pil- 
ings, filled with concrete and 
driven 85 feet into the ground, 
down to bed-rock. Each of the 
2,098 pilings used in the founda- 
tion has a load capacity of 60 
ton. A 32-inch bed of concrete 
overlaying the pilings completes 
the foundation structure. 

Floors of the storage aisles in 
the new building have a load ca- 
pacity of 3,000 pounds per square 
foot. 

Layout of the press building, 
designed to facilitate the flow of 
raw materials from freight cars 
to assembly lines, is a model of 
efficiency. A railroad siding runs 
directly into the building, along 
one entire side of the plant. Raw 
materials move laterally from the 
freight cars direct to the shears 
and presses where stamping, shap- 
ing and trimming operations are 
performed. The parts then move 
on a conveyer which carries them 
through the assembly and finish- 
ing operations. 





Toledo Honors 
Willys-Overland 
With Banquet 


(Continued from Page 1) 


vestment bankers of New York, 
Chicago, Philadelphia and other 
large financial centers, and by 
nearly 1,000 business and indus- 
trial leaders of Toledo, was spon- 
sored by the Toledo Chamber of 
Commerce. 

The investment bankers came 
to Toledo to inspect the re-ar- 
ranged plant and to get a more 
intimate picture of the intense 
activities of the new company, 
Willys-Overland Motors, inc, 
which expects to begin manu- 
facturing operations next month. 
Schedules call for the first units 
to come off the assembly line in 
ample time for exhibition in 14 
major automobile shows in No- 
vember. The new company al- 
ready has received commitments 
for nearly 50,000 cars. 

The investment bankers, many 
of whom are participating in the 
underwriting of stock of the new 
company, expressed great enthusi- 
asm over the prospects of the new 
company and were especially im- 
pressed by the compactness of the 
manufacturing facilities of the 
Toledo plant. 





DETROIT.—Stressing the value f 


of service from a safety stand- 
point, General Sales Manager W. 
C. Cowling of the Ford Motor Co. 
told 400 members of the Ford Ser- 
vice Merit Club at their National 
meeting here at the Hotel Statler 
Monday, that makeshift service 
operations not only failed to main- 
tain the quality standards built 
into the car by the manufacturers 
but contributed to making cars 
unsafe for the owners. 

“From now on,” Cowling de- 
clared, “Ford service men must 
recognize that they are not only 
guardians but custodians of the 
Ford reputation for quality. They 
must see that all service work 
done at any time on any car 
makes for the safety of the owner 
and his family.” 

The 400 service men came to 
Detroit to receive their awards 
for excellence in carrying out the 
Ford June and July service pro- 
gram. They represented all the 
Ford Branch districts east of the 
Mississippi with the exception of 
Dearborn which exchanged places 
with the Dallas branch. Detroit 
Merit men went to Dallas where 
next week thy will go through the 
Same program with W. C. Cam- 
eron as speaker. The Dallas del- 
egation at the Detroit meeting 
was representd by eight men. An- 
other delegation consisted of eight 
representatives from Mexico and 
South American branches. 

Cowling put his service ideas 
ahead of his sales message, point- 
ing out that service has long been 
the weakest link between 
manufacturer and the car owner. 


ter. If the car gives service, sales 
will take care of themselves. 
Cowling drew 
he said that his remarks on serv- 
ice did not necessarily 


of cars. The automobile, 
tinued, is a transportation unit in 
the broadest sense of the word. 
Carelessness in making adjust- 
ments, carelessness to the extent 
of just getting by with makeshift 
repairs resulting in accidents puts 


a black eye on any car. Service| 
men should be the best salesmen | 
@ manufacturer has. Service men | 


can be the greatest factor for 
safety and to be that factor the 
service men must know his car 
from start to finish and be able 
to give service by having brains 
and equipment which will enable 
him to put the customer's car in 
the best and safest possible con- 
dition for him to operate it on 
the road. 

He also pointed out that the au- 
tomobile business is a _ buyer’s 


Steel Industry 


|to Detroit by E. H. Martin, 


the | 





applause when | 


include | 
the Ford products but all makes | 


he con- | 
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Cowling Emphasizes Service to Merit Club Men 


Ford General Sales Head 
Points Out Safety Features 


and that it is the kind of 
service an owner gets that will 
cause him to return to the dealer 
from whom he got his present car 
when he wants to buy a new one. 

The representatives from the 
various districts were welcomed 


market 


Ww. C. COWLING 
Ford Sales Director 


in 
charge of parts sales, who in com- 
plimenting the men for their work 
announced that July sales of parts 
was not only the biggest July in 
the history of Ford but the big- 


“Owners must be satisfied but can | est month the company ever ex- 
only be satisfied when the stand- | 


ards of today are made even bet- | the distribution of the merit pins 


perienced. Martin was assisted in 


by T. Naubert of the service de- 


| partment. 


A long line of Ford officials to- 
gether with some of the Lincoln 
personnel occupied seats at the 
speaker’s table and at one of the 
tables a group of officials from 
the Ford Canadian plant at Wind- 
sor had seats of honor. The men 
from abroad had a separate table 
decorated with flags of the coun- 
tries they represent. They were 


|S. Santiago and P. Zuikgraf from 


Argentina; L. Marques and P. 
Andresen from Brazil; S. Marti- 
nez from Barcelona, Spain; F. 
Fauts from Chile; W. C. Boser, 
Montevideo, Uraguay, and R. E. 
Chaplin from Mexico City. 


Following the cerémonies at the 
hotel the delegates were taken by 
special Ford buses to Dearborn 
where they inspected the new 
Ford Rotunda, had lunch at Dear- 
born Inn and visited Greenfield 
Village in the afternoon. Tues- 
day’s sessions included visiting 
the Ford plants. 





on Verge 


Of 10% Plant Wage Increase 


YOUNGSTOWN, O. — 
crease of 10 per cent 
wages is imminent. 

While no official announcement 
has been made and steel execu- 
tives refuse to comment, it may be 
stated that wages will be in- 
creased within a few weeks. 

Steel prices are likely to be ad- 
vanced about the same time, The 
determination of steel prices for 
the fourth quarter is said to be 
holding back the announcement 
of wage increases. 

Employe representatives of vir- 
tually all steel concerns asked 
for general wage increases. It is 
said they have been told that at 
least part of their requests will 
be granted as soon as possible. 

Increase in food prices, and 
generally the cost of living, is 
making wage increases almost im- 
perative. 

The increase in wages will af- 


An in- 
in steel 


fect about 40,000 mill workers in 
this district, and if followed by 
steel fabricators will affect 10,000 
more. 


A 10 per cent increase, based on 
a $6,000,000 steel payroll in this 
district, will mean $600,000 more 
a month in the pay envelopes of 
district’s steel workers. 


Steel price advances are not ex- 
pected to be large. They may av- 
erage about $2 a ton on all steel 
products. Besides having to take 
care of the probable wage in- 
crease, the mills take into account 
much higher scrap prices, in- 
creasing steel production costs 
from 75 cents to $1 a ton. 


As the average hourly rate is 
about 67 cents an hour, the aver- 
age increase will be about 6.7 
cents an hour, bringing the hourly 
wage rate to the highest level in 
the history of the industry. 








iNew Car Salen 
At Record Level 
In Washington 


WASHINGTON.—Sales of new 
cars in the District of Columbia 
are continuing at record levels, 
it is shown in a report just issued 
by the Washington Automotive 
Trade Assn. 


According to the organization’s 
compilation, new car registrations 
through July 31 totaled 21,652 
units, by far the largest total for 
any seven months’ period in 
Washington. July new car sales 
aggregated 3,274 units. 

The tremendous increase in new 
car sales in Washington this year 
is revealed best by a comparison 
with previous high level years. 
In 1935, the best year up to that 
time, sales for the full 12 months 
totaled 28,978, which was a 25 per 
cent increase over 1931, which 
held the peak record. 

According to a forecast made 
unofficially by- Richard J. Murphy, 
manager of the Washington 
Automotive Trade Assn. “if the 
present average of sales is main- 
tained for the remainder of 1936 
a 32,000-car year is in prospect.’ 

The 21,652 new cars registered 
thus far this year are broken 
down as follows: Sales to dealers 
employees, etc., 874; sales for 
taxicabs, 828; sales to private 
owners, 19,950. 


IcC Will Listen 
To Suggestions 
From Truckers 


WASHINGTON.—Testimony at 
the Sept. 16 hearing of the Inter- 
state Commerce Commission on 
safety regulations under the Motor 
Carrier Act will not be restricted 
to the proposed rules of the 
Bureau of Motor Carriers. 


That was made clear in the 
notice of the hearing, which the 
Commission posted this week. 


“All pertinent testimony on the 
subject matter of the investiga- 
tion will be received and consid- 
ered,” the notice states, although 
it adds that it would be well for 
interested parties to “bear in 
mind” the proposed regulations. 


Accompanying the notice is a 
memorandum from John L. Rog- 
ers, director of the Bureau, com- 
menting on the suggestions as to 
changes in the proposed rules. 


“All of these suggestions have 
been carefully considered and an- 
alyzed,” he wrote, “and they in- 
dicate that in certain details 
changes will be desirable. These 
suggestions will be given due 
consideration in the recommenda- 
tions which the Bureau will make 
to the Commission.” 


Rails Protest 
New York Area 


WASHINGTON. Ten railroads 
operating into New York City 
this week protested to the ICC 
against adoption of an examiner’s 
definition of the municipal area 
of the city. 


To adopt the examiner’s report, 
which defined the city’s area to 
include several New Jersey coun- 
ties (and including the city of 
Newark) would “defeat the pur- 
poses” of the Motor Carrier Act, 
the roads contended. 

Motor carriers operating within 
such a municipal area are exempt 
from regulation by the ICC. 

Pointing out “congested areas 
are the hot-beds of competition 
between truck and rail service,” 
the railroads asserted that by ex- 
empting motor carriers in such a 
large area would defeat the im- 
provement of relations of motor 
and other carriers. 











EXPORT MEN were also in evidence at the meet of the Ford 
Merit Club members. (Left to right) are: G. C. Boxer, Montevideo, 
Uraguay; R. I. Roberge in charge of Ford export sales and Paul An- 


derson, Sao Paulo, Brazil. 


FROM DALLAS came (left to right) R. L. Hodges, Paris, Tex.; 
Bert D. Lloyd, Stephenville, Tex.; Stanley Shannon, Paris, Tex. These 
men attended the meeting last week in Detroit of the Ford Merit Club. 


FARGO, 


NORTH DAKOTA was represented at the Merit 


ub 


meet of Ford service men by (left to right) B. K. Groth, Mayville, N. 
D.; George Miska, Fergus Falls, Minn.; and N. G. Odland, Williston, 


N. D. 


FROM GREEN ISLAND: From the Green Island Branch of the 
Ford Motor Co. came the following service men to attend the meeting 
of the Merit Club held last week in Detroit. (Left to right, L. B. Root, 
Green Island; R. Ferrara, Palatine Bridge, N. Y.; John A. Cronan, 


Great Barrington, Mass. 





Move to Quash 
Oil Indictments 


MADISON, Wis.—Present indi- 
cations are that the cases of the 
84 defendants indicted by a fed- 
eral grand jury here last month 
on charges of conspiring to main- 
tain artificial gasoline price lev- 
els in violation of the anti-trust 
act probably will be combined 
for trial in federal court here 
soon after Jan. 1, 1937. 


Judge Patrick T. Stone granted 
a motion by oil company attor- 


neys extending the time for ap- 
pearance of corporations included 
in the indictment until Dec. 1, 
amending the process under the 
summonses which originally were 
made returnable within 20 days. 

The motion, filed by the Mid 
Continent Petroleum Corp., the 
Skelly Oil Co., the Deep Rock Oil 
Co. of Indiana and the Chicago 
Journal of Commerce Publishing | 
Co., ask that the indictment be 
quashed for lack of jurisdiction. 
It does not charge, the defendants 
claim, that any conspiracy was 
formed or any crime committed 
in the western district of Wiscon- 
sin. 
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MEMA July Shipments Down 21% from Tate 


INDIANAPOLIS contributed (left to right) Samuel Shuman, In- 
dianapolis Branch; Paul Beauchamp, Hillsboro, Ill; and Cyril Cox, 
Crawfordsvile, Ind. to the Detroit meeting of the Ford Motor Co.’s 
Merit Club last week. 


FROM SOMERVILLE came (left to right) E. J. Lord, Beverly, 
Mass.; A. O. Smith, Westbrooke, Me.; V. P. Ucella, Springfield, Mass. ; 
and R. E. Livesey of the Somerville branch of the Ford Motor Co. 


DIXIE CONTRIBUTED to the Ford Merit Club meet in Detroit 
last week the following men from Charlotte, N. C. (Left to right) 
M. ©. Sheeley, Newberry, S. C.; Glenn Davis, Liberty, N. C.; W. F. 
Keaton, Charleston, S. C. 


THEY LOOK QN: A. S. Ellis, Ford Motor Co. of Canada, Ltd. 
(left) watching the members of the Ford Merit Club enjoy themselves 
in Detroit. Also watching is A. R. Barbier, in charge of advertising; 
A. S. Hatch, in charge of Lincoln sales and D. J. Hutchins, in charge 
of truck and commercial car sales. 


CINCINNATI BOYS at the Ford Merit Club meet included (left to 
right) Homer Folkerth, Dayton, O.; Howard Thoma, Dayton, O.; E. 
B. Schuster, Dayton. Not strictly from Cincinnati, but from the Ford 
Cincinnati Branch. 








Chrysler Men 
To Visit Plant 
For Sales Meet 


DETROIT.—Regional managers 
and field men to the number of 
about 100 have been called to 
Detroit. by the Chrysler sales 
division of the Chrysler Corp. for 
a week’s session beginning Sept. 
10. 

This gathering is the annual 
preparation for the ensuing sale 
campaign. The program com- 
prises a series of meetings at 
which plans will be discussed in 
detail with a view to insuring the 
most intelligently-directed and 
aggressive battle that the organi- 
zation ever has waged. The year 
1936 will be by far the most suc- 
cessful that Chrysler ever has en- 
joyed and it will serve as the in- 
spiration for even greater efforts 
by factory and dealer body in 
the future. 


Charles L. Jacobson, assistant 
general sales manager, will pre- 
side at the business sessions. J. 
E. Fields, president, J. W. Frazer, 
vice-president, Earl B. Wilson, 
Burche E. Greene and S. W. 
Munroe, sales directors, and other 
company executives will address 
the organization. 
addition to the business 
meetings, the field organization 
will have several recreational 
sessions while here. There will be 
one afternoon at the ball game 
at Navin Field, a golf tournament 
at Indianwood on Sunday and a 
dinner. On Thursday evening, 
Sept. 17, the whole group will go 
to Cleveland on the chartered 
steamship “Georgian” to attend 
the Great Lakes Exposition at 
Cleveland, where Sept. 18 will be 
a special Chrysler Day. 


In 


Rise in Serap, 
Experts Predict 


PITTSBURGH.—Mill managers 
are looking for sharply higher 
steel scrap prices here next week. 

While steel mill operations in 
the Pittsburgh district may dip 
below the 74 per cent rate sched- 
uled for the week, building of 
1937 models is expected to lift 
buying from automobile makers 
shortly. 

Specification for steel products 
for the time being are continuing 
below production and shipments 
in the local distict. 

However an unusual demand for 
electrical sheets is reported, to- 
gether with sustained demand 
for tin plate from can makers, 
increased sales of steel to rail- 
road equipment makers and 
slightly heavier releases from 
nut and bolt makers. 

Strip shipments have declined, 
but* there is continued strength 


in requirements of the construc-| 
tion trade for plates and shapes. | 


Oklahoma Car Dealers 


Report Good July Sales 

OKLAHOMA CITY, Okla.—De- 
spite the extreme hot weather 
which lasted throughout the en- 
tire month, Oklahoma City auto- 
mobile dealers sold 1,200 new cars 
during July or about 45 cars a 
day. 

Checking on the number of 
licenses sold this year, records 
show that 27,945 auto tags have 
been sold in Oklahoma county 
since January 1. Of this number, 
approximately 8,000 were for new 
automobiles. 

During the eight months of this 
year, 76,152 tags for all types of 
vehicles have been issued in 
Oklahoma county. 
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{General Business, However, 


Stull Well Abie Last Yeas 


NEW YORK.—Shipments toall| stood at 145 per cent of the 1925 
base, which compares with 166 


branches of the industry declined 

in July survey of the manufact-| Per cent for June and 113 per 

urers reporting to the Motor and| cent for the previous July. 

Equipment Manufacturers Assn.| Service parts shipments to 
wholesalers declined to 148 per 


discloses. However, with the ex- 

ception of the accessories classi-| cent of the base index. This com- 

fication, all indices were well| pares with 151 per cent for June 
and 138 per cent for July, 1935. 


above July for last year. 
The MEMA grand index for Accessories shipments to whole- 
salers were 88 per cent of the 


July of all groups reporting drop- 

ped to 136 per cent of the 1925| base. This classification stood at 

base index from the 157 per cent} 112 per cent for June and 95 per 

registered for June. This com-| cent for July last year. 

pares very favorably with the| Service equipment shipments 
to wholesalers dropped to 109 per 


114 per cent indicated for July, 
1935. (January, 1925 equals 100).| cent of the base. The index for 
June was 115 per cent and that 


Shipments to vehicle manufac- 
turers for _original equipment | for July, 1935, ot per cent. 


| Traffic ‘Beatie 
Show Big Drop 
Under ’35 Total 


WASHINGTON. Automobile 
deaths in 86 principal cities dur- 
ing the first 34 weeks of this year 
totalled 4,968 compared with 5,343 
during the corresponding period 
of 1935, it was announced this 
week by the Bureau of the Cen- 
sus. 

Fatalities for the week ending 
Aug. 22 totaled 151, compared 
with 171 the previous week an@ 
162 during the corresponding 
week of 1935. No deaths were re- 
corded last week in 48 of the 86 
cities. 

New York with 19 deaths, com- 


UL Touch Firms 
In Space Drawing 


For Chicago Show 


CHICAGO. Taking every 
available inch of floor space and 
compelling a reduction in the 
amount occupied by some ex- 
hibitors last year, 11 truck com- 
panies through their representa- 
tives drew for locations in the 
37th annual Chicago Automobile 
Show at a luncheon meeting held 
Wednesday at the Congress Hotel 

When the drawings were fin- 
ished, it was found that 35,000 
square feet of space had been 
contracted for. The truck section 
will occupy a considerable por- 
tion of the International Amphi- 
theater’s south wing during the! pared with 20 the previous week, 
period of the auto show, Nov. 14| led all cities in totals. Records of 
to 21. |other leading cities, compared 

The number of exhibitors and| with those of the previous week, 
the amount of floor space to be| were: Chicago, 11 against 11; 
occupied will set a new record. Detroit, 9 against 4; Los Angeles, 

First choice of location went| 10 against 11; Newark, 1 against 
to Chevrolet, second to Ford and|1; Philadelphia, 3 against 7; 
third to Dodge. In order followed) Pittsburg, 1 against 4; San Fran- 
White, Diamond T, Reo, Stude-| cisco, 1 against 3. 
baker, Federal, Terraplane, Plym- 
outh and Willys. The order of | 
selection was based upon pro-| W/. Virginia Sales Gain 


duction and membership in the — os 
Chicago Automobile Trade Assn., $700,000 Over Aug. 35 
CHARLESTON, W. Va.— Ac- 


under whose auspices the show 
will be staged. ; 
ah ee |} cording to figures compiled by 
T Hollingshead chairman of the| @¢°r8® Parrish, head of the road 
ats nen committees and A. C. Fach | commission’s automobile bureau, 
show manager ‘brought out the automobile sales in West Virginia 
fact also that 16 exhibitors have| 4st month were up approximately 
| $700,000 over sales for the cor- 

responding month of last year. 


already signed up for the trailer 
“The 2 per cent privilege tax 


division, along with a number of | 
parts and accessory manufactur- | 
Favorable reaction was re-| on automobile purchases during 
ported from the airplane in-| August yielded $72,842.42, indicat- 
dustry with respect to its par-| ing sales of approximately $3,- 
ticipation in the show. | 642,100,” Parrish said. “The total 
Of the trailer companies to| Collected in August, 1935, was 
exhibit, five were in last year’s! $58,917.78.’ 
Chicago auto show and 11 are The bureau executive added 
added exhibitors since a year ago. | that total deposits of other col- 
Incidentally, the show last No-| lections by his department, in- 
vember marked the first time for| cluding license plates, was $278,- 
trailer concerns to show their| 458.41 during August, compared 
vehicles as a group | to the public. | with $303, 4 401.59 in August, 1935. 


ue a nD 


M aaa aiilaati Blinsiate 


Reference to Top Speeds 


NEW YORK.—The board of “di- | hic | hicles, reserves of performance 
rectors of the Automobile Manu-/ that should not be used in nor- 
facturers Assn., by formal reso-| mal operation. 
lution, is recommending to all} “p td t atin ote 
members that they eliminate all Toees Gay ep spe pre 

sent that extra margin of safe 


reference to vehicle top speeds in . 
their advertising and publicity. performance essential to normal 
operating speeds. 


Following is the resolution 
adopted by the board: “In line with the automobile in- 
“The automobile industry will| dustry’s highway safety policies, 
continue to build into its vehicles| the board of directors of the Au- 
every safety factor proven by re-|tomobile Manufacturers Assn. 
search and engineering. Obviously | recommends to its members that 
such a program requires that the| they eliminate from their adver- 
industry, to provide desired mar-|tising and publicity, all reference 
gins of safety, must build into ve-! to vehicle top speeds.” 








conducted by H. 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 
authentic and of value-—(ADN 6-10-1933) 


Pinkson and 
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Labor Day 


BACH YEAR the first Monday in September is set aside 
as labors’ day. This year, so far as the automobile 
industry is concerned, the day has particular significance. 
During the past nine months employment levels in auto- 
mobile plants have been consistently above the 1929 level, 
with wage rates also above those of that banner year. In 
July the average of 345,000 workers were on automobile 
company payrolls, despite the fact that several plants 
were closed down for retooling. During the nine months 
since November, 1935, employment has averaged 363,000. 


This means that as the result of the fall model an- 
mouncements automobile workers now have almost 
uninterrupted employment from one year end to the other. 
This leveling in employment has been maintained in the 
face of wide fluctuations in sales, which ranged from a 
valley of 217,000 in February to 460,000 in April. 


Just at the present time it is likely that employment is 
at its lowest ebb and the tide will swing upward within the 
next few weeks. During the past year some of the larger 
plants have cut their workers in on earnings aside from 
the regular wages. These “dividends,” plus steady work, 
and an almost positive assurance of equally good, if not 
better, conditions, in 1937, should give labor real reason 
for celebration next Monday. 


Polarized Lights 


a ees made recently by Westinghouse indicate that 

it would be possible and inexpensive to equip all auto- 
mobiles and trucks now on our highways with polarized 
lighting systems. An article on page 20 of this issue, 
which goes into this problem at some length, brings out 
that all the equipment necessary is a polarizer at the 
headlamp itself and an analyzer or viewing screen placed 
before the drivers’ eyes. The next requisite, of course, 
is greater capacity generators, which might constitute a 
real problem in changing over present cars. 

Claims made for the polarized lights are that the elim- 
ination of glare would make it possible to use brighter 
lights and a broader diffusion of illumination than is now 
possible. Under the present system increased lighting 
would have a tendency to blind oncoming drivers to such 
an extent the advantage for one driver would be offset by 
the disadvantage to other drivers. 

If polarized light is the answer, the industry cannot be 
too quick in finding it out. 





Service and Safety 


POUNDING home the thought that the automobile 

service man owes more to the car owner than just a 
good service job, W. C. Cowling, sales manager of the 
Ford Motor Co., pointed out that the very life of the car 
owner is placed in the hands of the repairman when he 
brings his car in for service. 

To us this is a new angle in service and brings out a 
point which we feel every service man should be conscious 
of when he is working on a car. It is a thought, too, 
which every service man should endeavor to get over to 
his clients. At present day high speeds the slipshod 
service methods of even recent years are out of the pic- 
ture. Neglected cotter pins or carelessly tightened nuts 
may spell death for the owner. 


"a word in 
oe 


G L 
By the Publisher 


It has recently 

become quite 

the fad among 

scientists to at- 
tack the tiny atom, of which, so 
they tell us, everything in, on or 
above the earth is composed. They 
have attacked it from all sides, 
with every known means of co- 
ercion and persuasion with the 
one avowed intention of splitting 
the tiny stranger into still tinier 
divisions — or perhaps we should 
call them “baby atoms.” It is 
lucky these persecutors have 
focused their attention on the 
“atom”, (having long since hunt- 
ed-out, classified and pigeon- 
holed every known type of germ) 
because until they have succeeded 
in their present holy crusade, we 
can rest assured that they will 
overlook completely the _ third 
and last unknown land of science 
to which we moderns casually re- 
fer to as “the bug.” Example: 
“You have the bug to do this.” 
“He has the bug to do that’— 
“She has the bug to do what?” 

* * * 


NOW, NO ONE EVER 
KNOWS afterwards when, where 
or how he was first attacked by 
“the bug” to do any one specific 
thing and yet once you are inoc- 
ulated with the virus, nothing 
under heaven will halt you in its 
accomplishment. If anything 
does, you are not worthy of the 
bug that bit you! Many humans 
in as many countries have been 
given credit for the Aladdin-like 
spread of motor-propelled  ve- 
hicles all over the world and yet 
any careful historian would pass 
by the inventors, the engineers 
and the sales managers who fol- 
lowed to give full credit to the 
one “little stranger” who made 
the whole amazing fabric of this 
giant industry possible “the 
bug.” No human ever bought an 
automobile (or anything else for 
that matter) who was not first 
stung by “the bug” to possess one. 
All written history from Ptolemy 
through Napoleon and down to 
Mussolini has been based on de- 
sire to have or do something 
which someone didn’t have or 
hadn’t done—and that we refer to 
as “the bug.” 

o 


* * 


ALL OF WHICH is the writer’s 
rather adroit, if direct, manner of 
announcing to his readers that 
by the time they are reading this 
(and perhaps wondering a little) 
he hopes to be several hundred 
nautical miles eastward aboard a 
well-known ship of a well-known 
line (now I'll bet they wish they 
had advertised in ADN) headed 
in the general direction of the 
many European automobile fac- 
tories and the Paris and London 
shows. 

* * cd 

JUST WHEN the bug hit me, I 
can hardly remember, but it was 
many years ago. Along about 
this time of the waning summer 
and the approaching new models 
each year, I have been running a 
fever, but this year it broke right 
into a livid rash. My friends, 
most of whom are experts on the 
subject, quickly diagnosed the 
symptoms. “You've got the bug” 
they said and they were right. 
Eight column heads in the news- 
papers might scream “European 
War Impends” or weighty editor- 
ials might preach “Now is the 
time for every good American to 
stand by and see that Landon or 
Roosevelt is elected,” it was all 
to no avail. The bug had touched 
the vital spot. It was a case of 
David and Goliath, albeit perhaps 
a rather willing Goliath. I had 
“seen my duty and I was pre- 
pared to do it” at any sacrifice. 
ADN was for the first time to be 
represented in the motor capitals 
of Europe and ADN was for the 
first time to cover the Paris and 
London shows with a member of 
its own paid staff. So you, gentle 
reader, may expect to read, with 
unlikely regularity in these col- 


: AUTOMOTIVE DAILY NEWS, SATURDAY, SEPTEMBER 5, 1936 


y 


\ 


aK 


yy 


| 


Cockadoodle Do! 


in This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Seconded 


Certainly no more forward step 
could have been taken by Chris 
Sinsabaugh relative to the Amer- 
ican Automobile Assn. looking af- 
ter the interests of the trailer 
coach owners. While it is true 
there are two organizations in 
the field at the present time, but 
knowing the facilities and organ- 
ization the AAA have available, 
it would seem to me that trailer 
owners would welcome this affili- 
ation. 

When the legislatures in the 
various states convene this fall, 
I anticipate there will be con- 
siderable legislation directed to- 
ward the use of trailers on the 
highways. Some of this legisla- 
tion may tend to retard the rapid 
development: of this industry and 
this can be prevented if trailer 
owners have the assistance und 
interest of the American Auto- 
mobile Assn. 

There are many other angles 
where trailer owners will receive 
benefits and I am personally of 
the opinion that some immediate, 
definite action should be taken to 
interest Mr. Henry’s organization. 

Let me say in conclusion, I 
second Chris’ nomination of the 
American Automobile Assn., but 
let’s get going—K. M. Schaefer, 
general sales manager, Aladdin 
Co., Bay City, Mich. 


Approval 
Have read with interest your 
Sparks on Camp Trailer Activi- 
ties, in Aug. 29th issue of A. D.N. 
I agree with you in all that you 
say but I am of the opinion that 
the automobile industry interest- 


umns (but not in this column*) 
the uncensored and unburned 
diary of my pilgrimage. Auf 
Wiedersehn! 

*Seven of my friends who CAN 
write have volunteered to guest- 
conduct this column until I 
return. What a relief—I wonder to 
whom, you or me?—G. M. S&S. 








ed in this activity should go a 
step farther than the commit- 
ment of the activity to the A. 
A. A. 

The real need at the present 
time is a well founded and ade- 
quately financed organization to 
further the erection and mainte- 
nance of high class trailer camps. 
This section of the country well 
illustrates the needs along this 
line and this is a tourist objec- 
tive. Occasionally, but not often 2 
average good camp is found. You 
and I and the other fellow would 
not care about stopping where 
the family wash flaunts in our 
face and similar disadvantages 
are evident. 

Furthermore when a man 
starts out in his home on wheels 
with a definite time to spend he 
wants to know what he is going 
to see, where he is going to stay 
and what it is going to cost him. 
When he undertakes a steamer 
trip to unknown parts or an auto 
or train trip to certain parks and 
show spots of America he can be 
assured by advance reservations 
that he is going to be comfortable 
in hotel, berths on trains and 
steamers. 

There is no reason why trailer 
camps cannot be built on well de- 
fined lines, and an approved list 
of same be available over vari- 
ous sight-seeing routes with ad- 
vance reservations and like serv- 
ice rendered to the traveler. 

This is a movement that should 
be backed by the industry as a 
whole. It would return profits in 
added business. Pardon me for 
setting forth my views without 
request by you.—James E. Devoe, 
San Antonio, Tex. 


Inspection 

During the past year and a half 
we have been considering the pos- 
sibility of municipal automobile 
inspection in Kansas City. There 
seems, however, to be some differ- 
ence of opinion as to the merit 
of the plan and, for that reason, 
nothing definite has been done 

(Continued on Page 8 Col 8) 





FIRST SIX MONTHS’ SALE 
OF '36 EQUALS ALL OF '35 


—J, F, O’Connor, O’Connor Sales 


Co., Syracuse 


**I believe Studebaker offers more 
in appearance and dollar value 
than any car I know of. It is truly 
the stand out car for 1936. We 
have sold as many new Stude- 
bakers the first six months of 
this year as we did all last year.”’ 


“EVERY STUDEBAKER WE 
HAVE SOLD THIS YEAR HAS 
WON US NEW FRIENDS’’ 
—L. Schaap, Albany 


“‘T signed a franchise with Stude- 
baker in October of last year and 
up to the present time the fran- 
chise has been very profitable to 
us. The type of deals that we are 
taking in are such that we are 
making a substantial profit on 
each unit sold, and the mer- 
chandise that we have accepted in 
trade on Studebakers finds a 
ready sale on our used car lot.’’ 


95% INCREASE THE FIRST 
FIVE MONTHS 
—Josepbh D. Romano, Pres. Bay 
Ridge Studebaker, Inc., Brooklyn 


“Our new car sales during the 
period Jan. lst to June 30th 
shows an increase of 95% over 
the porneonneng perio’ of 1935, 
and we expect to better this figure 
by the end of the current year. 

he 1937 line offers real oppor- 
tunity to any dealer that knows 
the business and is prepared to 
merchandise the line as it merits.”’ 


““OUR INCREASE IN SALES 
FOR THIS YEAR OVER 1935 
iS 250%"’ 

—J. Franklin 

burg, 


*‘Thanks to Studebaker's inge- 
nuity they have been building 
an outstanding automobile with 
public acceptance far beyond 
any experience in my long and 
pleasant association with the 
corporation. Our 1936 owner 
satisfaction affords us optimism 
sufficient to predict a very sub- 
stantial increase for 1937." 


Sha rp, Ogdens- 


STUDEBAKER DOMI- 
NATED ITS PRICE FIELD 
—W. B. Kaas, Arliss Sales Co. 

Inc., Long Island City 

“It is only fitting and proper 
with the coming announcement 
of the 1937 Studebaker that I 
express my sentiments towards 
Studebaker and those field rep- 
resentatives with whom I have 
had the pleasure of contact. I 
can truthfully say of the 1936 
Champion that it has dominated 
our price field.’’ 


“WE DELIVERED MORE 
STUDEBAKERS FIRST SIX 
MONTHS OF 1936 THAN DUR- 
ING THE WHOLE OF 1935.’’ 

— Aug. O. Steuding, Kingston 
“*The success that we have achieved 
in the past six months as a Stude- 
baker Distributor has been most 
gratifying. This increase in business 
was of course due greatly to the 
outstanding salability and attrac- 
tiveness of Studebaker products.’’ 


spocates. 


HE Empire State is going Studebaker! Studebaker 
dealers are selling Studebakers at a profit in the 
most competitive market in the country. 


With Studebaker sales in New York state 147% 


ahead of last year, Wall Streeters 
in saying, ““Watch Studebaker!” 


and Upstaters agree 


If you’re a real automobile merchant there may be a 


place for you in the Stude- 
baker set-up. Write or wire 
me today for the details of 
the Studebaker franchise, 
the fairest in the industry. 


“OUR PROFIT 
SHOWING HAS 
EXCEEDED OUR 
EXPECTATIONS’’ 
—Geo. Fuchs, Vice- 
Pres., Inter County 
Motors, Flushing 
‘“‘We have delivered 
in excess of 100 new 
cars to date this year, 
and our used car in- 
ventory of this date 
consists of only 20 
used cars, all of which 
will be cleared during 
the current month. 
We find ourselves in 
a most satisfactory 
position, both as re- 
gards inventories and 
actual cash on hand.”’ 


“STUDEBAKER WAS 
THE OUTSTANDING 
SUCCESS THIS YEAR’”’ 
—C. H. Housman, Glen Falls 


“The new Studebaker has 
beauty, quality, superior per- 
formance, and ease of han- 
dling that puts it in a class all 
its own. The owners are highly 
satisfied and all agree it is the 
outstanding car of 1936. We 
expect to increase our busi- 
ness at least 40% with the 
1937 model.”’ 


“MY SALES HAVE INCREASED MORE THAN 
100% OVER 1935’’ 

—R. J. Shults, Canajoharie 
‘At this time I wish to emphasize facts regarding the 
1936 Studebakers which poe company has offered 
to the public. My sales have increased more than 
100%. over 1935, and this is due to the fact that the 
new Studebakers have ‘it’. In appearance there is 
nothing on the market more beautiful.”’ 


Gi G Vfl pram 


President, The 
Studebaker Corporation, 
South Bend, Ind. 


ee: 
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“ALL OUR DEALS HAVE 
BEEN GOOD DEALS’”’ 
—Victor Seatere, Mt. Vernon, 


“The public acceptance of the 
1936 Studebaker has convinced 
me that I made a wise move 
when I signed up for the Stude- 
baker franchise seven months 
ago. All our deals have been 
good deals—and I fail to see 
how any dealer looking for a 
good profitable franchise can 
pass up Studebaker.” 


«" STUDEBAKER! 





By E. M. 


CARO, Mich. H. H. Purdy, 
Dodge and Plymouth dealer here 
is proving to his own satisfaction 
that modernization of lubrication 
departments in an automobile 
dealers place of business is not 
confined to the bigger cities or 
the bigger dealers of the country. 
Up to the first of August his serv- 
ice records show that any dealer 
in any town regardless of size 
can spend just a few dollars as 
an investment in this kind of 
service and collect profits which 
he otherwise would be letting 
competitors take away from him. 


Caro isn’t the smallest town in 
Michigan. It’s a good automobile 
town and Purdy, who sells Dodges 
and Plymouths from the average 
type of salesroom, did a fair 
amount of business in sales and 
service. There were possibilities 
of more service and Purdy’s job 
was getting his car owners back 
into the shop for the service work 
they needed. In April, after read- 
ing stories of lubrication profits in 
Automotive Daily News, he 
started modernizing the old one- 
horse greasing section. The sec- 
tion had shown no profits. 

April 19 saw the job completed. 
He had installed a background 


with lights to brighten up the de- | 
partment, hung up a pair of va-| 


lances, cleaned up the floor, in- 


stalled an attractive background | 
with chrome-plated trimming, in- | 


stalled the lubrication tanks with 


pressure systems and painted the} 


hoist. Then he started in to sell 
specialized lubrication. 

His April record shows that the 
small town average of $40 to $50 
per month for lubrication before 
modernization had jumped to a 
gross of $87.59 for 37 cars had 
been brought in during the nine 


days following the announcement | 


of the new arrangements. 

The customer sales averaged 
$2.37 per car. May brought in 84 
car owners for a total gross of 
$195.79 with an average of $2.33 
per owner. 
and fresh lubricants for the trans- 
missions and rear axles began 


mounting and adding profits. June | 


saw 84 more new owners in the 
section with $165.75 gross business 
being done and July jumped the | 


“They must know as 
much about the use of 
ball bearings—as they 
do about making them.” 


Nothing Rolls like a Ball 
No Other Form so Strong 


NEW DEPARTURE 


THE FORGED STEEL 





Seasonal oil changes | 


i 
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Modernized Lubrication Pays Off Country Dealer 


Caro, Mich. Merchant Pulls in 


All Surrounding Business 


LUBECK 


total to 103 owners with a gross 
of $209.70 with the average per 
car at $2.03. August figures are 
even better and Purdy has demon- 
strated without doubt that re- 





gardless of the size of the town, 
car owners have been sold on the 
value and necessity of lubrication. 
Purdy’s lubrication operations 
are not confined to Dodges and 
Plymouths, even though that is 
his natural field. He is extending 
his campaign to other makes as 
well. Today 25 per cent of his 
business comes from other than 
the ones he is selling. His serv- 
ice work has increased in propor- 
tion to the lubrication step-up and 
his personal contacts with owners 
of other makes of cars is de- 
veloping a splendid prospect file 
for new car sales later on in the 
season. He is looking forward to 
the fall and early winter months 
when the change over to winter 
greases and lubricants for cold 
weather driving will bring all the 
owners in and continue to in- 
crease his lubrication volume. 


350 Eutrice For 
Safety Contest | 





Reported by ATA| 


WASHINGTON. Three hun-| 
dred entries from 35 states and! 
the District of Columbia have 
been received in the third na- 
tional truck safety contest spon- 
sored by the American Trucking 
Assn. in the four weeks since the 
third contest year started. These 
entries represented almost 5,000 
trucks. 

To date, Indiana, with 29, is 
leading in number of entrants: 
California has 25; Ohio has 21 
and West Virginia and Maryland 
17 each. | 

Illinois has entered 609 trucks, | 
the largest state representation. | 
Other state entries, by trucks, are 
Oregon, 555; Massachusetts, 543; 
Texas, 346, and Indiana, 303. 

Consolidated Freight Lines, Inc., 
of Portland, Ore., operating 534 
units, is the largest single entrant. 

Only two trucking associations, 


| from $418,968 to $406,416, 
| stated. 








| pacity, 
| merce Department. 


UP IN CARO, MICH., H. H. 


Purdy, Dodge-Plymouth dealer, 


has been demonstrating for some 


months that the operation of a modernized lubrication department is just as well suited to small town 
dealers as it is to the boys in the big cities. Sales per owner are averaging $2.25 for the efficient job that 


Purdy | turns out. 


New Jersey and Indiana, thus far 
have entered the association di- 
vision of the contest. 


Final reports for the second | 
national contest are due at ated. | 
headquarters Sept. 7, it is stated. 
|The judges will meet shortly | 


| thereafter to select the winners. | 


Connie Sells | 
More Cars In 


July Than June 


WASHINGTON. Exports of | 
motor vehicles from Canada dur- | 
ing July were valued at $1,881,697, | 


| this time. 


| compared with $1,779,088 in June | 


and $2,008,501 in July, 1935, ac-| 
cording to statistics just released | 
by the automotive trade division | 
of the Department of Commerce 
Of ‘these totals, automotive parts 
were valued at $260,969 in July, 
1936; $296,803 in June, 1936; and 
$275,689 in July, 1935. 


Passenger car exports from) 
Canada declined in number from 
3,438 in June, 1936, to 3,367 in 
July, 1936, but the value increased 
from $1,063,317 to $1,205,312. On} 
the other hand, exports of trucks | 
increased from 986 units to 1,178 | 
units, while the value decreased 
it was 





Of the passenger cars exported 
from Canada in July, 1936, 2,622 | 


| units were valued at $500 or less, | 
| 731 units over $500 and up to} 


$1,000, and 14 units over $1,000. 
Truck shipments according to} 


| classification were as follows: 668 | 


units of one-ton capacity or less | 
and 510 units over one-ton ca- 
according to the Com- 


In This Corner 


| bright picture for 1937, 


Seattle Inventories Good, 


Weekly Survey Diecleai 


By F. M. TREPP 


SEATTLE.— With steady de- 
mand for new cars this season, 
pleasant cooperation with the 
factory and a general improve- 


| ment in business, A. R. Tyson of 
| Tyson 
that both new and used car in-| 


Oldsmobile Co., reports 
are very healthy at 
New car stocks are 
working out very nicely, with no 
glut of any kind to greet the 
1937 models this fall. 


“Throughout the year we have 
been turning our used car in- 


ventories 


ventory every 30 days, on an av-| 


erage,” said Tyson. “General busi- 
ness tone is reflected by very few 
repossessions and by good col- 
lections, so that we see a very 
as we 
are closing up a fine record for 
1936.” 


This firm is conducting a vig- | 


orous cleanup sale on used cars, 
and is getting results. 


Jack Kearns, owner and man- 


ager of the retail department of 
Empire Motors, Willys distribu- 
tors, and of Bremerton Willys Co., 
Spokane Willys Co., and Univers- 
ity Willys Co., Seattle, is in a 
happy frame of mind. 

There is good reason for after 
an entire year of good business, 
the firm chalked up the best 
month of the year in August. “We 
are glad to note that we lead 
percentage of sales per capital 
for the entire United States, here 
in our Seattle dealerships,” said 
Kerns. The best-month record 
for this firm, established last 
month, covers the period since 


| 19833 when Kerns took on Willys 


in this state. “We look for con- 
tinuance of steady sales the com- 
ing sixty days,” he said, “and as 
for 1937—we are out to triple our 


1936 sales.” 





(Continued from Page 6) 


It occured to me that you might 
be in a position to supply infor- 
mation about the progress of this 
type of legislation throughout the 
United States. We would like to 
find out how many cities and 
states have adopted municipal in- 
spection. We would also like to 
know the attitude of the National 
Automobile Chamber of Com- 
merce and individual car manu- 
facturers. Any information which 
might be helpful to us locally 
will be greatly appreciated.— 
C. R. Barnett, Exec. Secy., Auto- 
motive Trades Assn., Kansas 
City, Mo. 





SUNDAY at 7:30 


Sept. 13 


August sales ladder (through 
Aug. 29) found Chevrolet taking 
the lead in King county, with 312, 
to 295 for Ford, in second place 
and 202 for Plymouth in third 
position. Other leaders; Dodge, 95; 
Terraplane, 73; Oldsmobile, 67; 
Pontiac, 56; Buick, 50; De Soto, 
49, and Packard, 46. August, 1935, 
total new car sales were 916; Au- 
gust, 1934, the total was 721, while 
through Aug. 1-29 this year the 
figure is 1399. There is no slump 
in sales here. In truck sales for 
the same period Ford leads with 
62: Chevrolet follows, 52; Inter- 
national, 26 and Dodge, 21 to 
bring up the big-four. Total for 
the period, all makes, 202, com- 
pared to 135 for August, 1935 and 
161 for August, 1934. 


Estimates Half of Cars * 


Will Need Adjustment 


TRENTON, N. J.— Approxi- 
mately half of the motor vehicles 
to be examined under New Jer- 
sey’s recently enacted compulsory 
inspection act will be in need of 
adjustment or repair, it was pre- 
dicted this week by State Motor 
Vehicle Commissioner Arthur W. 
Magee. This estimate, Magee ex- 
plained, was based on his findings 
in other states where similar laws 
are in effect. During a “business 
vacation” trip from which he has 
just returned, Magee studied in- 
spection methods used in Knox- 
ville and Memphis, Tenn., and 
Chicago and Evanston, Ill, as 
well as several other cities. 


Although Magee hopes to place 
the New Jersey statute in oper- 





EASTERN 
DAYLIGHT 
SAVING TIME 


ation by Nov. 1, he said today that 
the many details still to be ar- 
ranged might postpone the date. 


GULF SALUTES 


NASH 
LAFAYETTE 


in one of a series of tributes to the 
automobile industry 


COLUMBIA NETWORK 


Julia Sanderson and Frank 
Crumit, starred in GULF’S 
Summer Show, with Hal 


Kemp’ 


s Orchestra and Ed 


Smalle’s 7 G's. 
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Like the Horatio Alger Hero, 
we've worked our way UP 


‘Si was a time a few years ago when 
advertising representatives of other papers used 
to admit with some condescension the merits 
of The News. “It’s all right,” they said “if 
you’re doing business in the basement with 
bottom price stuff...” 

And there was some excuse for their con- 
descension, because as late as 1928, about 75% 
of our department store linage was Basement 
and only 25% was Upstairs. Up to 1930, the 
upstairs buyers used to let the basements have 
fen dibs on The News space. But as customers 
got fewer and more cautious in the depression, 
and sales became harder to make, the upstairs 
departments began to grab for News space, too. 
As business volume went down, our Upstairs 
linage went UP! Media Records has been 
keeping track of Upstairs and Basement linage 
since 1931; and here’s the lowdown on our 
upstairs situation: 

UPSTAIRS Linage 

in The News 

1931 58.1% 
1932 60.9 
1933 63.5 
1934 66.0 
1935 69.8 
1936 (6 Mos.) 71.3 


Today The News is generally recognized by 
the better retail advertisers as the best medium 
for upping the upstairs traflic—recognized to 
the extent that The News not only leads in 
department store linage among New York 
papers, but among ALL newspapers in the U.S. 
and Canada as well. 

If you are up on the New York market and 
not too upstage on your own problems here, 
The News may be able to help you up your 
sales. Study up on the current status of The 


News—and then call us up! 


NEW YORK'S “<p > 
220 EAST FORTY-SECOND STREET, NEW YORK 


Tribune Tower, Chicago + Kohl Building, San Francisco 





New Rules Provide Minimum Wage, 40- HourWeek 


Industries Su pp 
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pplying Gov't. 


Will be Affected by Ruling 


WASHINGTON. - 
designed to force all 
doing business with the Govern- 
ment to place employes under 
minimum wages and a 40-hour 
week will be promulgated Sept. 
19 by Secretary of Labor Perkins, 
it was reported here this week. 

Although the regulations will 
become effective Sept. 28 under 
the Walsh-Healy act creating the 
so-called “Little NRA,” the full 
impact of the new law will be 
withheld until after the November 
elections, it is said. 

Fear that sudden application 
of the law will delay awarding of 
Federal contracts for construction 
and materials was given as the 


. Regulations | 1 


industries | 





reason for modified enforcement 
plans. 

The Labor Department in a 
statement said: 

“The regulations to be issued 
will provide uniform procedure 
so that there will be no delay in 
the normal procurement activities 
of other departments, but will 
enable both the contracting offi- 
cers and prospective contractors 
to know in advance their respect- 
ive obligations under the act. 

Prevailing wages will be re- 
quired in the regulations on all 
Government contracts in excess 
of $10,000, but, the statement 
added: 

“The prevailing wages provision 





NEW PACKARD TWELVE, one of the aristocrats of the 1937 


models reveal engineering and design refinements. 


will not produce delay since no 
wage stipulation is required until 
the applicable minimum wages 


have been ascertained by the 
secretary of labor for a given in- 
dustry or group of industries.” 


Packard line, 
Thursday in Detroit for the first time, to 4,000 distributors, dealers and salesmen. 


“The automobile show — they want me to 


drop in and see their 1937 models.” 


MEET THE 
TOP FAMILIES 


IN BIG CITIES 


a. are ‘wo kinds of families 
who buy your car. Families who 


-and disappear from your 


buy once- 
sales records without a ripple. And the 
scarcer kind, the families who live 
better and buy first in any community. 
They are the people other people copy. 
Sell one of them and you influence a 
dozen other families who copy what 
they do. 

The New Yorker goes all over the 
country to these buy-first-and-set-the- 
style families. To be exact, The New 
Yorker delivers its circulation to the 
top families chiefly in the 41 principal 
cities—(if you’re a dealer that means 
you'll find the New Yorker on the 
better newsstands in your own city). 

New car sales follow the trail of 
The New Yorker. Actually from 50% 
to 84% of the new car sales, depend- 


New York Motor Show Issue 
dated Nov. 14—out Nov. 11 


ing on the price class, are made in the 
cities where The New Yorker has 86% 
of its circulation. 

Talk to advertisers like Chevrolet, 
Cadillac, Buick, Hudson, De Soto, 
and a lot more. Ask them why they 
are regular advertisers in The New 
Yorker. See why they want their story 
Jirst in front of these 132,000 New 
Yorker families. In front of an average 


of six people per copy, smart enough, 
eager enough, and with money enough 
to. buy new things the minute their 
fancy is captured. New books, new 
clothes, new homes, new cars. 

When The New Yorker 
audience, your sales have just begun. 
For you have planted a buying idea in 
the minds of thousands who watch and 
follow in their steps. 


you sell 


NEW YORKER 


25 WEST 43rd STREET 


SELLS THE PEOPLE OTHER PEOPLE COPY 





| president of Chrysler Corp., 
| companied by other executives of 


| Thursday, 


| better 





which was shown 
All of the 1937 
} 


Secretary Perkins plans to set 
up an administrative unit to pass 
on the wage scales. Definite de- 
cisions are not planned until after 
the November elections, it is re- 
ported. 

This administrative board is to 
be named after Labor Day. Rep- 
resentatives of industrial groups 
will have an opportunity to be 
heard on proposed wage regula- 
tions and overtime pay, under the 
plan. 

The act, rushed through Con- 
gress in the final days of the last 
session, also stipulated safeguards 
against child labor, unsanitary 
conditions and use of prison labor 
goods. 

The Labor Department said: 

“It will be several months before - 
minimum wages have been as- 
certained in every industry. 

“Until an applicable determi- 
nation has been made by the 
secretary of labor, members of 
that industry bidding for a Gov- 
ernment contract will be required 
to conform only with the other 
labor provintons of the act.” 


Chrysler Heads 
Visit Airtemp 
Dayton Plant 


O.—K. T. Keller, 
ac- 


DAYTON, 


in Dayton, 
the new 


that company was 
inspecting 
Airtemp plant. 

It is the first time Keller has 
seen the plant since it began op- 
eration June 15. He expressed y 
himself as well pleased with the 
layout and operation. 

Keller said that about 700 per- 
sons are now employed here com- 
pared to 250 when the local op- 
erations started. 

Concerning air conditioning, 
Keller said that the years of con- 
stant search for better health, 
living conditions and 
greater comfort during the 
months of abnormal weather is 
complete justification for the 
existence of the air conditioning 
industry. A_ definite universal 
need exists. 

“Where the manufacture and 
use of controlled temperature and 
atmospheric conditions was or- 
iginally confined to product pre- 
servation and industrial proces- 
sing, year ‘round comfort is now 
available to the entire civilized 
world, where electricity is avail- 
able. 

Keller said that the business 
outlook for the coming months 
was particularly good and that 
he looked for the steady expan- 
sion of the business of the Day- 
ton company. 

Other officials of the plant on 
the visit were: H. T. Woolson, 
executive engineer, Chrysler Corp; 
F. M. Zeder, vice chairman of 
the board, Chrysler Corp; C. E. 
Breer, executive engineer; B. T. 
Moyer, president Airtemp, Inc.; 
A. C. Staley, vice president and 
chief engineer, Chrysler Corp; C. 
E. Davy, director of engineering 
operations, Chrysler Corp; I. C. 
Baker, vice president Airtemp, 
Inc; C. E.’ Bleicher, general mas- 
ter mechanic, Chrysler Corp. 





iyi ake a 4/44 Packards yy 


OUR NEW LOW PRICES / 


For 1937, Packard presents the top-quality 
car in each of four price classes 


OR 1937 Packard offets you the four 

greatest Packards ever built. Each is 
the leader of its price class. Each has 
Packard Safe-T.Flex individual front- 
wheel suspension, hydraulic brakes, 
Packard-built motors and bodies. And 
each sells for a new low price! 


The 1937 Packard Twelve is the finest 
car money can buy. It steps so far 
ahead mechanically for 1937 that there 
simply is no other make of car with 
which to compare it. 

The 1937 Packard Super-Eight is a 
completely new car. Sup sina hoah last 
year's Eight and Susatiehs. it brings to 
motorists a combination of mechanical 
advancements which promise to revolu- 
tionize fine-car motoring. 

The 1937 Packard 120 is proof that a 
car can be a sensation three times in a 
row. This car, whose outstanding per- 
formance has been the talk of the motor- 
ing world, is an even better car this year. 


AS K 


NOTE: The above is a reproduction of the newspaper 
cing the Packard line for 1937, 


which created such a sensation in the automobile world. 


advertisement announ 


In a few territories, the Packard franchise is still 


And—out of Packard’s 36 years of ex- 
perience in building fine cars, now comes 
a brand-new Packard—The Packard Six. 


The greatest low- priced car 
America has ever seen 


Priced at only $795, list at factory, the 
new Packard Six is a car that is destined 
to completely re-shape the low-priced car 
picture! It brings to its field a combina- 
tion of qualities that no car of this price 
has ever possessed before—long mechan- 


ical life combined with long style life. 


Its uncanny handling ease, its great rid- 
ing comfort, tremendous agility and six- 
cylinder economy, will make motoring 
history! The Packard Six, and its brother 
Packards, are now ready for you to see 
and drive. Come in at your earliest con- 
venience and let us demonstrate the tre- 
mendous values these Packards offer 
this year. 
TE MAN 


WHO OWNS 


THE BRAND-NEW PACKARD SIX 


$795 


And up, list at factory, 
standard accessory group extra 


THE GREATER PACKARD 120 


*94.5 


And up, list at factory, 
standard accessory group extra 


THE NEW PACKARD SUPER-EIGHT 


$2335 


And up, list at factory 


THE ADVANCED PACKARD 
TWELVE 


$3420 


And up, list at factory 


Every Tuesday night— THE PACKARD 
HOUR, starring Fred Astaire—NBC Red 
Network, Coast to Coast, 9:30 E. D. S. T, 


open. For the right man, this represents an excep- 
° . ss 

tional opportunity to profit from Packard’s biggest 

vear. If interested, write to the Packard Motor Car 


Company, Detroit, Michigan. 
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Used Car Stocks Satisfactory, Chrysler Reports 


J. W. Frazer Says Dealers 
Are in Best Shape i in Years 


DETROIT. — According to | of delivery. The highest reported 
Joseph W. Frazer, vice-president | by any of the 15 regions and six 
of the Chrysler sales division of| factory branches was only 5.8 
the Chrysler weeks’ supply. In the three weeks 
Corp. Chrysler ending Aug. 22, the 
dealers are now weekly number of used cars de- 
in better condi- livered by Chrysler dealers was 
tion regarding 9351. The healthy condition of the 
their used car used car stocks is general 
stocks than at throughout the Chrysler organi- 
any other time zation. 
in the recent The fact that the country gen- 
history of the erally is in a prosperous condition 
organization. and that the public has been edu- 
Latest reports cated to buying used cars, are 
from the field the reasons given by Frazer for 
showed that the the extraordinary briskness of 
average number the used car market. 
of used cars on hand was but 4.6 “The public is realizing more 
weeks’ supply at the current rate| and more that there are } splendid 


J. W. — | 





average | 








” 


values in used cars,” says Frazer. 
“It is now generally recognized 
that the automobile dealers who 
have survived the vieissitudes of 
the last few years are dependable 
merchants who make money by 
selling good merchandise. These 
dealers have naturally improved 
their methods of handling used 
cars as a result of their experi- 
ence. Today the dealer gives a 
used car buyer just the same 
kind of a deal that he gives the 
new car buyer. He expects to 
make him a steady customer for 
service and eventually to sell him 
a new Car. 

“Manufacturers have so _ im- 
proved their cars in the last few 
years that the life expectancy is 
much greater than it used to be. 
By that I mean not only the ex- 
pectancy that the car will stay 
together but that it will give 
satisfactory service at a low cost 
for maintenance, operation and 





repairs. When a man buys a car 
a year or two old today, he is 
taking advantage of the initial 
depreciation that occurs when a 
car is first sold second-hand. But 
the differential between this used 
car’s value and that of succeeding 
models of used cars gets propor- 
tionately less for several years, 
until by the time obsolescence ar- 
rives it has been reduced to a 
very small amount. 

“Dealers are putting more effort 
into their used car business than 
ever before because they realize 
that it is their bread and butter. 
At least 90 per cent of a dealer’s 
sales now involve a deal for a 
used car, while a few years ago 
it was as low as 20 per cent. Bet- 
ter salesmen are being assigned 
to used cars, too, which means 
more sales. The earning oppor- 
tunity for a salesman in an or- 
ganization that has a good used 


Motor cars and trucks 
are farm tools too 


OT so 
motor cars and trucks as costly frills. 


long ago farmers still looked upon your 
But there 


has been a major change in farm operation and think- 


ing. The theme of the change is Speed. 


The faster the farmer gets crops into and out of his 
fields, the longer he extends his crop-growing season. 


The 
rust and drought, 
crops. 


the more certain he is to 


In this swing to faster, 
per’s Farmer plays an important role. 


faster he meets the bedevilments of chinch bugs, 
save his 
The faster he gets hogs, cattle and grain to town, 
the easier it is to take advantage of good prices. 


more efficient operation, Cap- 


Like a giant harvester, the far-flung Capper’s Farmer 


organization reaps practical data on new, 
farming developments. With all straw 


profitable 
and 


chaff 


threshed out, these facts are bagged in type and ink and 
given to more than 1,000,000 modern farms-each month. 


Thus the farmer has learned the folly and high costs of 


obsolete and patched-up farming tools. 


And thus he has learned that antiquated automobiles 
and trucks, miraculously held together by baling wire, 
cannot meet his modern needs for transportation. 


He has learned to know modern design, 
efficiency —which are what you have to sell. 


comfort, and 


And when you tell about your modern motor cars and 
trucks in Capper’s Farmer you command real attention. 
Because: The practical farming data in Capper’s Farmer 


makes it the primary farming tool on 


1,000,000 modern, money-making farms. 


more 


than 


THE PRIMARY FARMING TOOL 
ON 1,000,000 MODERN FARMS 








car stock is so large that it at- 
tracts well-trained men. 


“Another factor is that a better 
quality of cars are being traded 
in this year than ever before. The 
tremendous demand for new cars 
naturally has resulted in trade- 
ins of cars that in less flush times 
would have been held for a year 
or tow longer. A man can pick up 
some really remarkable bargains 
in cars that are hardly more than 
well broken in, measured by the 
lifetime of a modern vehicle.” 


Plymouth cars are in great de- 
mand in the present used car 
market, so much so that certain 
models are very hard to find. Re- 
cently a man in Wheeling, W. Va. 
discouraged by his quest for a 
1933 Plymouth sedan wrote a per- 
sonal letter to Walter P. Chrysler 
requesting his aid. The factory 
immediately got in contact with 
the Wheeling distributor by tele- 
phone. He checked over his list 
of customers, found one who had 
a car of the type desired, sold 
him a new car and made a deal 
with the prospect for the 1933 
model. 


Veteran Driver 
Plans To Start 
Million Club 


YORK, Pa.— Automobile sales- 
men who have driven more than 
1,000,000 miles will be eligible for 
membership in a unique organi- 
zation if plans of William A. R. 
Kuser, local salesman to form a 
“Million Mile Club” at the New 
York Show in November are car- 
ried to completion. 


Kuser, who was identified with 
the industry in its early days in 
Detroit, plans to organize the 
group at the Waldorf-Astoria 
during the New York Show. There 
will be two divisions in the club, 
he reports, one for men who have 
driven at least 100 cars and driv- 
en 1,000,000 miles and a junior 
section for those who have driven 
50 cars 500,000 miles. 


Always motor minded, Kuser’s 
early enthusiasm led him to pur- 
chase one of the early Packards 
originally owned by the late Tru- 
man H. Newberry of Detroit ‘and 
later he transferred his affections 
to an early model Hupmobile. He 
was at one time distributor for 
the once famous American Trav- 
eler and Speedwell cars as well 
as the Lambert Friction Drive 
models. His uncle, John L. Kuser, 
of Trenton, N. J. built the well 
known Mercer cars two decades 
ago. 

Kuser also was interested in 
automobile racing in the early 
years and in addition to passen- 
ger cars owned several specially 
built racers. He was the driver 
of the old-time favorite the Re- 
nault Number Four, Vanderbilt 
Cup challenger which was 
wrecked at the Wilmington, Del., 
state fair. 


The Million Mile Club will limit 
members to those who have never 
been found guilty of traffic law 
violations, or who have never 
been involved in any serious ac- 
cidents or injury to persons. 

The Junior membership will be 
applicants who have driven at 
least 500,000 miles and have 
driven at least 50 different makes 
of cars and similar other qualifi- 
cations. 


Steel Output 


NEW YORK.—The operating rate 
of steel companies having 98 per 
cent of the steel capacity of the in- 
dustry will be 71.5 per cent of ca- 
pacity for the week beginning Aug. 
31, compared with 72.5 per cent one 
week ago, 71.4 per cent one month 
ago, and 45.8 per cent one year ago. 

This represents a decrease of one 
point or 1.4 per cent from the pre- 
ceeding week, says the Iron and Steel 
Institute. 
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IT TAKES , 
92 KINDS OF STEEL 


TO BUILD 


MILL ON T 


ONCE steel was steel. When autos were young, the industry 
did the best it could with the few stock steels available. 
Long ago, Henry Ford saw the necessity for developing 
new steel types to furnish a wider range of usefulness. 

Today, the Ford Rouge Plant steel mills are among the 
largest in the world—an industry within an industry. They 
can produce enough steel to build 3000 cars a day. 

Henry Ford was a pioneer in this country in the use of 
alloy steel, and for years he has maintained a tireless search 
for better types of steel and better ways to produce them. 

The study of all metals, their uses and behavior under 
many conditions, has become a cardinal point in the excel- 
lence and efficiency of Ford manufacture. Ford 
metallurgy has produced hundreds of special 


metals for use in building Ford cars, of these 


FOR D MOT O 


a" 


‘atti ie 


HE ROUGE 


some 52 are types of steel. Some of each type go into 
every Ford car—or into the tools and machinery that make 
it. Each has been specially developed to increase strength, 
lengthen the useful life of parts—and decrease weight. 
Service and safety are built into Ford steels far beyond the 
dreams of past decades. 

This year, new hot strip and cold finishing mills were 
added, with machinery and motors weighing more than 
20,000,000 pounds. Ford experience in building auto- 
mobiles enabled mill technicians to construct so well that 
lost motion is virtually eliminated, waste and dirt unknown. 
Thus it is possible to build the finest materials in the 

world into frame, body and other important units. 
No better steels than Ford steels go into an auto- 


mobile at any price. 


R COMPANY [iB 





Lind Asserts Sales Rise 


Is Based on Fundamentals 


NEW YORK.—The strong and | 
persistent rise in machine tool} look entirely the fact that 


sales during the past year is not 


a temporary phenomenon but de- | 


rives from fundamental indus- 
trial conditions that indicate its 


continuance for an extended pe- | 


riod, according to Herman H. 
Lind, general manager of the Na- 
tional Machine Tool Builders 
Assn., who this week made public 
figures indicating machine tool 
potential demand created by prog- 
ressive obsolescence during the 
depression years. 

“The upward surge in machine 
tool sales has been so powerful,” 
Lind said, “that some have raised | 
the question as to its soundness | 
and have wondered whether it! 
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Declares Demand for Machine Tools Will Continue 


could endure. These doubts over- 


chine tool sales of the past year 
have hardly made a dent in the 
tremendous deficiency piled up 
during the preceding five years. 

“Two major factors 
for machine tool demand today: | 
first, the imperative need for re- | 
placement of worn out and ob-| 
solete equipment; second, the} 
growing recognition among 
manufacturers of the fact that 
competitive survival and progress 
depend so largely on the effec- 
tiveness with which individual 
businesses can provide more and 
better goods for more people at 
lower prices. 


“Industry can increase’ the 


© - seeneomnney 


ma- | 


account | 


SAFETY GLASS for Canada’s 1937 Chryslers is being fabricated in this new streamlined plant of 
Duplate-Windsor, Ltd., at Windsor, Ont., which was designed and erected by the Austin Co. of Canada, 


Ltd. 


quality of its products and their| if it constantly improves the ef- 
movement into consumption only| ficiency of its production meth- 


_ want smart style for those interiors, of course. 
First impressions count a lot. 


But you want smartness that will keep its beauty for 


thousands of miles 


on the road. 


You want upholstery fabrics that can “take it’”” — and 
keep their eye appeal. 

You want — and your customers want — a fabric that is 
luxurious to feel—comfortable to ride on—easy to move 


around on. 


And you will get all this and more in the new Modern 
“Breathing Back” * Mohair Velvet upholstery for 1937. 


It’s amazingly soft- 


textured, velvety to touch. It’s cooler 


in summer, and the porous back automatically adjusts 
air pressure in seat cushions and provides a buoyantly 


comfortable ride. 


It is the only kind of automobile upholstery that can be 
safely washed with suds and water and come out like new. 


And when it comes to wear—you know that mohair vel- 
vet is the most durable type of upholstery fabric that can 


be put in a car. 


Here is a fabric that catches the eye of the style-shopper 
—and appeals to the purse of the thrifty folks who look 
ahead to the trade-in-value. 


Think it over and you'll agree — there’s just one answer 


to the question of 


COLLINS & AIKMAN 
CORPORATION 


200 MADISON AVENUE, NEW YORK CITY 


what upholstery for those 1937 cars. 


*Reg. applied for U.S. Par. Off. 





The building has a curved facade of buff color face brick and ornamental art stone. 


ods. And it cannot achieve this 
more efficient production unless 
it replaces its obsolete and inade- 
quate production equipment, 

“There have been authoritative 
surveys made of the extent of ob- 
solescence of the national manu- 
facturing plant. So profound is 
obsolescence that it is doubtful 
whether the machine tool indus- 
try working at its 1929 rate could 
in 10 years bring its customers to 
the relative efficiency of 1929. (In 
1935, according to the American 
Machinist’s survey, the ratio was 
approximately 65 per cent.) 

“Surely it is not too much to 
hope that the industries of Amer- 
ica will continue their re-equip- 
ment policies until a moderniza- 
tion ratio of at least 50 per cent 
is realized. 

“Even then it is necessary to 


| observe that new standards of 
| mechanical 
| this estimate of value only as 
| demonstrating 
| nitely below minimum. Whereas 
| the ratios of obsolescence cited 
| are premised on a period of 10 
| years as representing the point at 
| which a machine tool is classed 


obsolescence render 


something  defi- 


as obsolete, it is undoubtedly true 
that the tremendous technological 


| developments of the depression 


years have reduced this figure in 
many instances. To make any 


| quantitative allowance for new 
| standards 


would be hazardous, 
but certainly based on this ac- 
cepted period of 10 years, we may 
anticipate a long continuation of 
the current demand for machine 


| tools.” 


Seattle Sales 
All-Time High, 
Dealers Report 


SEATTLE, Wash.—A new aill- 
time high in Pacific Northwest 
automobile sales was announced 
today in citing figures for the 
first seven months of 1936. Sales 
in Washington and Oregon for 
the seven-month period totaled 
60,597, compared with 37,662 for 
the same period a year ago, a 
gain of 22,935, 

The figures exceeded the all- 
time previous high of 1929, which 
was 49,528 sales, by a total of 
11,069. 

The rise in automobile sales in 
the two states was accompanied 
by increases in gasoline sales 
which rose from 45,803,585 gallons 
in May to 54,339,145 gallons in 
June, the latest figures available. 

Washington state automobile 
sales for the period jumped from 
22,365 last year to 38,822 this year, 
an increase of 12,457. In Oregon 
the sales this year, 25,775, com- 
pared with 15,297 for the same 
time a year ago, a gain of 10,478. 
Increased purchasing power, the 
soldier’s bonus and a gain in ad- 
vertising are given as causes for 
the increase in sales. 


Trailer Coaches 


ORLANDO, Fla.—Trailer Coaches, 
Inc., has been organized here to do 
a manufacturing business. The prin- 
cipals include R. S. Carr, Frank 

Cilento and J. McIntyre. 
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AT THE METROPOLITAN: Presently, the 
curtain will rise and once more Carmen will go 
laughing across the stage to flirt with her soldier 
lover. Meanwhile, the musicians make a muted dis- 
cord of plucked strings and faintly blown horns and 
woodwinds. And in balcony and box, orchestra and 
gallery, a selected audience assembles . . . of men 
and women who share an equal appreciation of 


great music. It would be impossible to imagine the 


Metropolitan appealing to only one sex. 


Authors of quality write for REDBOOK. Alert men and women read them. 


HUGH WALPOLE Th eS ec e 


PEARL BUCK 


I N we E D BO @) K $s The table of con- 


tents of a magazine sorts out a special audience 


as unerringly as the quality of the music selects 
an opera audience. 

Redbook is neither a man’s magazine nor a 
woman’s magazine. It flexes no imposing biceps 
for he-men with artificial hair on their chests. 
It publishes no knitting diagrams. Its field is 
the broad ground on which men’s and women’s 
interests are alike. Redbook prints the soundest 
fiction and articles its editors can find, written 
for the adult, critical minds of a million men 


and women every month. 


The men and women of the Redbook audience 
represent a rich market—active, established fam- 
ilies, earning and spending an average annual 
income of $4156. That figure is nearly three times 
the national level. 

You can tell your story to the Redbook au- 
dience at a very low rate—only $2.48 per thou- 
sand circulation. Recently, we questioned 1000 
readers of Redbook and 347 said they intended 
to buy a new car within the following twelve 
months. ‘That indicates a potential market among 
our 1,000,000 families that no manufacturer can 


afford to neglect. 


A FINE SHOW SELECTS A FINE AUDIENCE. ADVERTISE TO YOUR BETTER CUSTOMERS IN REDBOOK. 


WILLIAM McFEE SINCLAIR LEWIS 


EDITH WHARTON P. G. WODEHOUSE 


PHILIP WYLIE 


PET ee aes CORNELIUS VANDERBILT, JR. 


CARL SANDBURG PHIL STONG 





Farmers Have 


eared aerate kore ete ene tate ees 
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Wehraska Sales Outlook (ood Despite Drouth 


e More M oney 


Than in 1935, Survey Shows 


By JAMES 


LINCOLN, Neb.—Nebraska 
dealers are pretty well agreed 
that the sales outlook for the re- 
mainder of the year is fair com- 
pared with a year ago, despite the 
drouth-ruined corn crop, and 
there is more ready money in the 


Cornhusker state than a year ago. | 


New car sales in the state for the 
first half of the year are 21 per 
cent over the same period a year 
ago, and commercial car sales 
are 23 per cent up. While August 
sales generally were slightly un- 
der a year ago, indications are 
that the 1936 total for both pas- 
senger cars and trucks will be 
between 10 and 15 per cent over 
1935, with used cars showing 
some increase. 

H. C. Burnett, sales manager of 
the DuTeau Chevrolet Co., said 
that while August new car sales 
were about 10 per cent under the 
same month of 1935, 


the eight | 


R. LOWELL 


| months’ total is away ahead of 
last year, and the “fall outlook is 
good.” He declared that “there is 
more money in this section of the 
country than there was last fall. 
We had a comparatively nice 
business last fall and we look for 
as good or better this fall. Of 
course the next few months’ sales 
will suffer a seasonal decline as 
we put our stocks in shape for 
the new models, but the fall rains 
are cheering up the farmers, and 
with the usual optimism for next 
year’s crop, Nebraska dealers are 
in a fair position. Our used car 
stock is in very good shape.” 

Ed O’Shea, O’Shea-Rogers Mo- 
tor Co., Ford dealers, said that 
July and August new car sales 
were about 25 per cent below last 
year, but the eight months as a 
whole have been fair. The re- 
duced corn crop is certain to ad- 
versely affect sales this fall and 





This man is a great kicker— 
but not on the football field. 
Learn below howto handle him 


LOCKING kicks is a good idea 
on the football field ... but an 


even better one in your showroom. 

For a discontented new owner 
can block more potential sales than 
your star salesman can work up in 
a month! 

So... try to make every owner a 
spreader of glad tidings about your 
car. Good as that new car is, you 
should prime it for an extra swell 
send-off. This is simple to do, as 
many dealers will tell you. It means 
taking these two steps... 

Number one—fill the crankcase 
with Gulfpride. This is without 
question the finest motor oil in the 
world! It will do more to prevent 


GULF 
_ ]PETROLEUM 
PRODUCTS 


little mechanical troubles than any 
other motor oil known. Refined by 
Gulf’s exclusive Alchlor process, 
this 100% Pure Pennsylvania Oil 
is scrubbed so clean of trouble- 
making compounds that it has actu- 
ally lubricated motors for 80,000 
miles without any need for remov- 
ing carbon. 

Number two—load the tank with 
Gulf No-Nox Ethyl Aviation Grade 
Gasoline. This puts spurs in a fleet 


FIND OUT WHY GULF 


THE GULF SIGN 
IS THE 
DOLLAR SIGN 


Name 
Street 


City 








FRONTING THE CAPITOL BUILDING is part of a fleet of 50 trailers purchased from Covered Wagon 
Co., of Mt Clemens, Mich., by the National Committee of the Democratic party for campaign use. 





winter, he thinks, but the situa- 
tion is comparatively good. 
August sales were excellent for 


car’s flanks . . . squeezes out every 
last ounce of speed, pick-up and 
power that lies beneath that sleek 
hood. It sends a car out ready to do 
better than its best! 

Do these two things and you'll 
find you’ve got an owner who’s 
acting as your non-commissioned 
salesman among all his friends. 

Mail the coupon below. Get a 
FREE copy of that brand new Gulf 
book, “You Can’t Call It Luck.” 


ADN-516 


3800 Gulf Building, Pittsburgh, Pa. 


Please send me my FREE copy of that 
book “You Can’t Call It Luck.” 


State. 


‘| pated,” 


| spite of the drouth, business 


| business, 








the Fred S. Sidles Motors, Inc., 
Pontiac, Buick, LaSalle, Cadillac 
and GMC dealers, according to 
H. S. Galloway, sales manager. A 
good increase over the same 
month last year was chalked up, 
and used cars were well ahead of 
last year the first 20 days of the 
month, but fell off the last 10 
days. Buick sales are double last 
year’s total for the eight months, 
and Pontiac is well ahead also. 
Used cars are about 25 per cent 
better than last year. “No spec- 
tacular fall business is antici- 
Galloway said, “but we 
will keep pegging away, and ex- 
pect a much better 12 months 
than the period preceding.” 


Sales Hold Up 


Ben B. Lawshe, Minneapolis, 
who is_ northwestern’ division 
manager of the Chamber of Com- 
merce of the country, visited 


through the six-state territory 
under him, and stated that in 
in 
including the automobile 
is holding up very well. 
He spoke optimistically of the 
outlook for fall business. 

Various reliable -business indices 
attest to the fact that business is 
carrying on in Nebraska. Gaso- 
line tax collections for July set a 
new all-time high of $1,181,518. 
This was the second consecutive 
month, and the third month in 
Nebraska’s history of the gaso- 
line tax that collections reached 
or surpassed $1,000,000. Gasoline 


general, 


| taxes are paid by importers the 


month following importation, and 


| August’s collections of $1,181,518 
|are $94,933 higher than collections 


the preceding month, and $78,920 
over July a year ago, previous 
peak month. 


Bank Clearings High 


Bank clearings in Lincoln for 
August were considerably more 
than $2,000,000 in excess of the 
same month last year, while 
Omaha bank clearings totaled 
$138,172,059, a gain of nearly 
$5,000,000 over August, 1935. 

The Nebraska sugar crop for 
1936 is estimated to be about 
828,000 tons, or 200,000 tons greater 
than the crop of the year before. 
Prices also are higher. 

Nebraska is considerably better 
off this fall than it was after the 
severe drouth of 1934. This year’s 
drouth, coming after a period of 
normal or nearly normal precipi- 
tation and after a period of 
gradual recovery, finds the state 
better able to bear it. Signs of 
the state’s general economic 
health are not lacking. For one 
thing, there was a good winter 
wheat crop with high prices— 
44,000,000 bushels of grain, high 
quality, which sold at good prices, 
compared with 35,000,000 bushels 
last year and 21,000,000 bushels in 
1934. 

Farm income and farm pur- 
chasing power also are higher 
than last year and much higher 
than 1934. The real test of a 
drouth’s effects in this state is 








the consequences to _ livestock. 
There may be a temporary loss of 
money income which hurts, but 
unless a permanent depletion of 
wealth in the form of livestock 
takes place, recovery is swift, and 
next year is another year. The 
state this year has greater re- 
serves of feed to carry through 
the winter. The Nebraska sand- 
hills are a garden spot, and cattle 
from hard-hit Wyoming and 
South Dakota are being shipped 
in to pasture in this section. New 
car and truck sales in the sand- 
hill grazing area, and in the 
Nebraska panhandle and in south- 
western Nebraska, have been 
holding up well over late summer 
a year ago. 

The tremendous recovery of 
farm commodity prices over last 
year is reflected in the increased 
valuations placed on Nebraska’s 


| livestock this year as shown by a 
Nebraska this week on a tour| 


report issued by the state tax 
commissioner. Substantial in- 
creases over last year are shown 
in the number of cattle, hogs and 
sheep on farms, as well as valua- 
tion per head. The total number 
of cattle is placed at 2,457,928 
against 2,488,476 last year, with a 
total valuation of $67,326,678, or 
$8,000,000 over 1935. The value of 
Nebraska’s hogs gained nearly 
$3,500,000 over last year. 


Income Up 


Nebraska farmers received 
$36,148,000 more from marketing 
of their principal farm products 
in the first six months of this 
year than in the same period of 
1935, according to department of 
agriculture statistics. The re- 
ceipts for the Jan. 1 to July 1, 
1936, period amounted to $118,- 
949,000, including $22,649,000 from 
crops and $96,300,000 from live- 
stock and livestock products. In 
the same period of 1935 the 
Nebraskans received $82,801,000, 
including $7,496,000 from crops 
and $73,305,000 from livestock and 
livestock products marketed. Ne- 
braska’s cash farm income for 
June this year (last month on 
which figures are available) was 
$23,888,000 against $12,145,000 for 
the same month last year, a gain 
of 97 per cent. 

However, the drouth knocked 
more than 150,000,000 bushels off 
the state’s estimated 1936 corn 
crop. The condition is 19 per cent 
compared with a condition of 77 
per cent estimated on July 1 for 
a 179,576,000-bushel crop. The 1935 
production was 106,630,000 bushels. 
Approximately 20,000,000 bushels 
will be harvested this year, but 
the fields that will not make a 
paying grain crop are being cut 
and stored in silos for winter 
livestock feed. 

Farmers, seeing the possibility 
of the coming year having its 
best moisture early in the season 
similar to this one, have indi- 
cated plans for a considerable in- 
crease in wheat acreage, and with 
good prospects this fall and win- 
ter for a crop next spring and 
summer, automobile and truck 
sales will benefit largely. 
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L 
L 


MEETS THE 


CHALLENGE 


UF A NEW DAY! 


The day has come! An era is being born. 


Streamlined trains rocket to new horizons at unheard- 
of speeds. Ocean greyhounds smash record after 
record. Beetle-nosed planes, crowded with passen- 
gers, flash across the skies. And on the smooth, 
broad ribbons of America’s highways air-streamed 
motor coaches and fast-moving trucks wage a ruth- 
less war on time and costs and distance. 


Yet the marvels of our transportation renaissance are 
only a feeble hint of the wonders to come. Restless 
man tomorrow will laugh at the magic of today. 
New developments will continue to make obsolete 
all of the present standards of speed and comfort and 
safety in transportation, of low-cost dependability 
in haulage. 


To the pioneers of modern motor transportation these 
changing times present a ringing challenge. And Reo, 
with its brilliant background of 32 years achievement, 
accepts this challenge! 


Henceforth, all of Reo’s vast experience, ample re- 
sources and creative man-power will be exclusively 
devoted to the further development of commercial 
transportation. 


Two factors have influenced this progressive decision. 
First: so tremendously has highway transportation 
expanded, that only through concentration on the 
new problems can any manufacturer hope to keep 
pace with the march of progress. And second: com- 
mercial transportation has reached the stage where 
it can no longer be considered a side-line. The truck 
and bus and trailer engineer has no more lessons to 
learn from the passenger car. His problems today 
can be solved only through specialization. 


Consider the facts. In 1935, there were 3,655,705 


trucks in actual use in this country. This represents 
an all-time record—yet 1936 is an even greater 
truck year! And as business continues to improve, 
the demand for trucks must inevitably increase. 


Nearly 1,325,000 miles of route are being covered 
today by 117,850 buses—a huge increase over any 
previous year. 


More livestock today is being transported by truck 
than by rail, and railways themselves are using nearly 
twice as many trucks as they did in 1934. 


Over half a million Americans are living in trailers, 
constantly on the move from north to south, from 
east to west. 


And trains and ships and planes propelled by gaso- 
line and Diesel motors are daily establishing new 
standards of speed and safety and comfort in the 
transportation of freight and passengers. 


What glorious opportunities this coming-of-age of 
transportation offers the commercial vehicle specialist! 
Opportunities for the enrichment of reputation. 
Opportunities for larger profits. And opportunities 
to perform services indispensable to America’s march 
to recovery! 


And so Reo is proud to proclaim its specialization in 


the development of commercial transportation. 
Specifically, this means the immediate expansion of 
the Reo line of trucks and buses. It means that 
present service facilities are being enlarged and 
developed. It means that Reo’s trained personnel 
has turned the great Reo research and testing labo- 
ratories into a vast proving ground devoted to the 
improvement of motor transportation. 


And finally, it means that Reo today takes an even 
firmer hold on a position of leadership than it has 
enjoyed for 32 years! 


REO MOTOR CAR COMPANY, LANSING. MICHIGAN 





Conducts Survey 
To Reveal Any 
Sales Changes 


CHICAGO 
facturers, with particular refer- 
ence to possible changes in their 
selling policies as a result of the 
Robinson-Patman Act, are being 
sought by the Motor and Equip- 
ment Wholesalers Assn., whose 
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ME WA Seeks Reaction to Robinson-Patman. Act 


© 


Reactions of manu- 


headquarters here made known | 


that letters 
asking 


points. 


A statement issued by MEWA | 


on the subject adds: 
“While the 


tives to which 
per cent, 
in that it gives more precise legal 
sanction to the principle of fair 
competition. 


“The act is legislative recogni- | 


tion of conditions in distribution 
that had reached the proportions 
of national scandal. Sellers 
most industries were driven by 
competitive pressure to uneco- 
nomic and discriminatory prac- 
tices. Unearned advantages were 
often demanded by the more 
powerful, and sellers often had 
no choice except to grant the de- 
mands. 

“Producers and other sellers in 


Robinson-Patman | 


Act might not achieve the objec- | F 
it is directed 100) 
it does have a real value | 


in | 


have been written | 
information on these| 





LIGHT AND CHEERFUL is the way S. H. Chelsted, of Chelsted Motors, Inc., Ford dealer at Altoona, 
Pa., describes his new lubritorium. And from the photo above you can see that he hasn’t exaggerated. 
Good light and comfortable chairs together with magazines to read have been provided for women 
customers. Their increase has been well over 160 per cent and they feel the need for an additional rack. 


practices. It has often been said, 


the automotive field were not 
for example, and we think rightly 


|}exempt from such conditions and 


/; 


SO 
THERMOSTATS 


Precision in every step of 
manufacture accounts for the 
uniform quality of Harrison 
Thermostats . quality 
which is reflected in de- 
pendable performance in 
many different types of 
installation and under vary- 


ing operating conditions. 
2 


JHARRISON RADIATOR 
CORPORATION 


LOCKPORT, NEW YORK 


so, that profits on sales to jobbers 
and other independents in our 








trade were used to finance special 
concessions of a discriminatory 
nature to competing channels of 
distribution.” 

Regarding probable revisions of 
selling policies and practices by 
manufacturers, the MEWA state- 
ment adds that “apparently sev- 
eral that will improve the com- 
petitive position of automotive 
wholesalers and certain classes of 
their customers are in prospect.” 

According to B. W. Ruark, 
MEWA general manager, who has 
just returned from a series of 
meetings with eastern jobbers, 
there is a “lively interest in the 
actual operation of the law as it 
will affect selling operations of 
jobbers, as well as those of their 
suppliers, in sales to them and 
other customers.” 

Ruark made known that the as- 
sociation is placing much stress 
at present on the matter of 
financing, in which connection an 
analysis is being made of the 
principal time payments plans be- 
ing offered the wholesale automo- 
tive trade. 

In this connection, Ruark de- 
clared that “it is not the inten- 
tion of MEWA to recommend any 
finance plan but rather to guide 
members in their consideration 
of all plans to the end that each 
organization may select the one 
best suited to its particular needs 
and methods.” 


San Antonio Dealer Finds 
Much Interest in Trailers 


SAN ANTONIO, Tex.—The re- 
cent announcement here that the 
Winerich Motor Sales Co. of this 
city had taken on the sale and 
distribution of Covered Wagon 
trailers aroused more than a pass- 
ing interest, for it showed prob- 
ably the oldest automotive deal- 
ership in San Antonio and noted 
for its conservative operation pol- 
icies entering into new field. 

The experiences of this firm and 
the outlets for trailers will prove 
of interest to other automotive 
dealers throughout the country 
for the rapid rise in the popular- 
ity of the auto trailer has fo- 
cused attention on this merchan- 
dise. 

Became Interested 

“Our interest in the Covered 
Wagon trailer was stimulated by 
one of the sales offcials, formerly 
associated with the Willys-Over- 
land company whom we knew 
very well when we had that line,” 
William Winerich, member of the 
firm, stated. We had no intention 
of going into the trailer business 
nor even taking it on as a side 
line, but we knew this man well, 
and when he showed us the great 
public interest in auto trailers, 
we determined to take them on as 
a side line. 

“Our experience since that time 
have been a revelation. We have 
been very much surprised at the 
class of people who are actively 
interested in auto trailers, and 
we have been further surprised 
at the number of persons who 
have come into our salesrooms 
and expressed interest and en- 
thusiasm over these vehicles. 

Sold to Roofer 

“Our first sale was to a man 
who is in the roofing business. 
Many of his jobs are out of town 
and he has to travel quite a little. 
He became interested when he 
read our announcemnt ad in the 
local papers, visited our show- 
rooms, brought in his wife who 
approved his idea, and purchased 
one of the trailers. Now he is 
making his rounds with this 
trailer, his wife accompanying 
him, and they are very well 
pleased. 

“Among other prospects’ or 
purchasers are architects, con- 
tractors, traveling salesmen, etc. 
Two local architects who have 
quite a little school work under 
construction visited our show- 
rooms and were very much in- 
terested over the possibilities of 


purchasing a trailer and using it 
when they make inspection tours. 

“The reduction of living ex- 
penses has proven a great selling 
point with many who have seen 
these trailers. They are quick to 
appreciate the benefits of a sales- 
man and his wife traveling in one 
of these trailers, doing light 
housework, avoiding hotel and 
transportation expenses, spending 
the night in some cool, quiet spot 
and saving considerable money in 
addition to being together. 

“A .local freight line operator 
has had a trailer especially built 
for his private use which he uses 
for business and pleasure. He has 
a little office in one end, com- 
pletely equipped, and even has 
telephone facilities when stopping 
at any one point for any length 
of time. He travels around, spend- 
ing the nights where he wishes, 
and reports himself very well sat- 
isfied. 

Many Good Prospects 

“While this particular illustra- 
tion did not profit us any, it gives 
a good idea of the possibilties of 
the trailer business, It shows that 
there are thousands of people 
who are live prospects for trail- 
ers; who are good citizens, but 
who see a new economy in travel- 
ing, closer companionship and 
more healthful living. 

“Since we have taken over the 
distribution of the Covered Wag- 
on trailers we have become more 
enthused over it than we would 
have thought possible. We now 
see a very good market ahead and 
a very profitable on. We are look- 
ing forward to a big volume in 
trailers during the next six 
months.” 


W ‘ill Test ‘Cave 


OMAHA, Neb.—Ground was brok- 
en this week for Omaha’s first 
motor vehicle testing station. “The 
station will be one of the finest of 
its kind in the country,” said Ned 
Bailey, activities director for the 
Omaha board of safety, “and will 
give us one of the most effective 
methods for making our citizens 
safety conscious.” 


SPRING 
COVERS 


For Every Car 
Added profit, 
pleased cus- 
tomers. 


Imitation leather (fabric) 


KELMORE SPECIALTIES, Inc. 
1931 BROADWAY, NEW YORK, N. Y. 





July Retail Fina 
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Dollar Volume Increases 


98.5 Percent Above July 1935 


WASHINGTON. — Dollar vol-| 
ume of retail financing of new 
passenger automobiles shows an| 
increase of 58.5 per cent for July | 
as compared with July, 1935, an| 
increase of 72 per cent compared | 
with July, 1934, according to the 
preliminary estimates given out 
this week by the Department of | 
Commerce. Compared with June, | 
1936, there was a decrease of 8 
per cent. | 

The aggregate volume for the| 
first seven months of this year} 
was 61 per cent above the first 
seven months of 1935 and 90 per| 
cent higher than for the corre-| 
sponding period of 1934, it is| 
shown. 

Percentages are based on daily | 
average figures with each business 
day of the week weighed accord- 
ing to the relative volume of busi- 
ness as determined by experience 
in the trade. Comparison of July, 
1936, with the same month of pre- 
vious years and the percentage 
changes from June to July in past 
years are shown below: 
Comparisons of July, 1936, with 
the same month of previous years, 





July, 1936, was: 
cent higher than 
cent higher than 
cent higher than 
cent higher than 
cent higher than 
cent higher than 
cent lower than 


1935 
1934 
1933 
1932 
1931 
1930 
1929 


58.5 
72.0 
157.6 
364.9 
95.8 
58.9 
5.2 


per 
per 
per 
per 
per 
per 
per 


Steel Output 
Reported Best 
Since Aug. 1929 


YOUNGSTOWN. — With steel 
output this week assured at 
around the 80 per cent level, Au- 
gust will close with average pro- 
duction well above the 75 per 
cent mark, the best August since 
1929. 

Mill schedules posted in the 
plants show that 65 of the 83 open 
hearth furnaces will start the 
week. More may go on before the 
end of the week. 

Carnegie-Illinois Steel Corp. ex- 
pects to blow in No. 6 blast fur- 
nace this week. The stack, idle 
since 1929, was expected to re- 
sume last week but more repair 
work was needed than originally 
expected. The blast furnace re 
places No. 4 stack, which had to 





be blown out for relining. 

Bessemer steel production next 
week will be at better levels than 
at any time during the recovery 
period. The Ohio works conver- 
tors are scheduled for about 12 
turns. Republic is operating three 
turns with two turns on alter- 
nating days; the Sheet and Tube 
Bessemer, which is on two turns, 
worked all month. 

Sheet and Tube’s rebuilt No. 2 
blast furnace may be given a 
warming up during the week pre- 
paratory to blowing it in within 
a few days. 

Finishing mill activities are 
keeping step with steel produc- 
tion and while a reserve ingot 
bank has been built up it is small 
at most plants. Sheet and Tube’s 
plate mill operated a few days 
last week. 


Dodge Adds Two Men 
To Regional Forces 
DETROIT.— The appointment 
of two assistant regional mana- 
gers is announced by the Dodge 
sales management. John A. Bishop 
has been delegated to act as as- 
sistant to George W. Malcomson, 
manager of the Atlanta region. 
Frank E. Seaman, former Cin- 
cinnati city manager of Dodge 
has been appointed assistant to 
regional manager K. A. Ridenour. 


June-July Changes 
Percentage Change from June 
July, 1936 
July, 1935 
July, 1934 
July, 1933 
July, 1932 
July, 1931 
July, 1930 
July, 1929 


Estimates are based upon fig- 
ures reported to the Bureau of the 
Census by a sample group of large 
finance companies that have been 
in continuous operation since 
1929. The dollar volume of these 
organizations represents over 
three-fourths of the automobile 
finance business. 





® 
Sun Kissed Prune 


Helps Car Sales 


LOS GATOS, Calif. The sun 
kissed prune of the Santa Clara 
Valley is playing an important 
|role in holding up the demand 
for new and used automobiles 
throughout northern California. 

The prune growers of this sec- 
tion make money when their 
crops sell for two cents; and this 
year, with bountiful crops—so 
bountiful, in fact, that the lumber 
industry was called in to supply 
timber braces for thousands of 
acres of over-loaded- trees—the 
price is between four and five 
cents. 

As a result, August was the 
best month of the year for the 
automobile men of the section. 
J. Hewitt, head of the Hewitt Mo- 








tor Co., Ford organization here, 
reported that August broke all 
records, both in new and used 
car business. 

During the first 
August Hewitt’s new 
eries equalled the combined to- 
tals for May and June, and two 
days later his July business was 
topped, making August the peak 
month of the year. All indications 
point to a busy September, too, 
Hewitt believes. 


10 days 


Ladky Named 

PITTSBURGH. — Allegheny Steel 
Co. has announced the appointment 
of Frank W. Ladky as sales agent 
in Wisconsin for the sale of hot and 
cold ‘rolled strip steel manufactured 
by the West Leechburg division of 
Allegheny. 

Ladky, formerly represented the 
Acme Steel Co. in this same terri- 
tory, and will have headquarters in 
the Bankers Bldg., in Milwaukee. 


Split Seconds 


decide who eets the business... 
YOU OR YOUR COMPETITOR 


of | 
car deliv-| 


19 


ncing Registers Upswing 


‘German Exports 
Highest in June 


WASHINGTON. Exports of 
|automobiles from Germany dur- 
ing June were the highest record- 
ed for any preceding month dur- 
ing the current year, a report to 
| the Commerce Department from 
its Berlin office shows. 

Total shipments abroad during 
June, 1936 amounted to 3,620 units 
compared with 2,977 units during 
May and 1,764 units during June, 
1935. Spain and its colonies con- 
stituted the outstanding outlets, 
followed by Sweden, Belgium and 
the Netherlands, the report states. 

Passenger car production in 
Germany during June of this year 
showed a slight decline compared 
with May. 





This is how tte Turk Motor Sales Company of East Liverpool, O., takes advantage of a Pittco Front 


» >» 


POTENTIAL car-buyer comes down 
the street. He’s going to buy a car. 


He sees your showroom. 


second he decides whether he'll come in 
and look over your cars... or seek fur- 
ther for a more inviting showroom. 


The exterior appearance of 
PI 


room makes the difference. If it’s as in- 
viting, attractive and modern as the cars 


CARRARA STRUCTURAL 
GLASS 


PITTCO STORE FRONT 
METAL 


PITTSBURGH MIRRORS 


And in a split 


STORE FRONTS 
glass... metal... peaint 


to attract more prospective car buyers to its showroom, Remodel your display room with a Pittco 


« « 


Front . . . and give it the appeal that wins split second decisions from prospects. 


your sales 


ACO 


PRODUCTS OF 


o PITTSBURGH. 
PLATE GLASS COMPANY 


you sell, you'll probably get the decision. 
If it’s a little old-fashioned, down-at-the- 
heels, the chances are your competitor 
makes the sale. Such split second deci- 
sions are not the exception ... they’re 
the rule. Your showroom front gains or 
loses business for you every day. 

So be sure these split second choices 


swing your way. Remodel your display 


PITTSBURGH PAINT 
PRODUCTS 


POLISHED PLATE 
' GLASS 


TAPESTRY GLASS 


Pittco 


Name 
Street 
City 


Iam 0 


azn not 0) 


rooms with a new Pittco Front. Our staff 
of store front experts will gladly cooperate 
with you and your architect in planning a 
front suitable to your needs and means. 

PITTSBURGH TIME PAYMENT PLAN 


Take up to 2 years to pay for your new 


Front. Merely pay 20% down, and 


then settle the balance in easy monthly 
installments at low F. H. A. rates. 


Pittsburgh Plate Glass Company, 
2313B Grant Bldg., P 

Please send me, without obligation, your new book entitled ‘How 
Modern Store Fronts Work Profit Magic.” 


ittsburgh, Pa. 


State 


interested in the Pittsburgh Time Payment 
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Says Polarized Lights Rids Headlamps of Glare 


Researcher 


Explains New Screen Method 


PITTSBURGH.—L. W. Chubb, | scr 
director of Westinghouse| 
Research Laboratories and} 
director of Polarized Lights, Inc. | 
contends that the blinding, acci- 
dent-producing, glare of high 
powered automobile headlights | 


Item Feature 

1.—Ample driving light 

2.—Limitation of vertical distri- 
bution 

3.—Dependence on car loading 

4.—Glare caused by irregular or 
hilly roads 

5.—Critical to alignment 

6.—Specular glare from wet streets 


None 


None 
None 


No 
None 


7.—Provision for dimming 

8.—Provisions for passing 

9.—Passing glare rounding curves 
to left 

10.—Threshold of vision 


None 


11.—Interference from rain 
windshield 

12.—Attention of driver taken at 
critical moments 


13.—Safety at highway speeds 


on 


14.—East of policing 


15.—Required illumination on road 
for equal vision 


16.—Absorption of reflected light 


200-250 
c.p. for 


17.—Electric bulbs 


filament 
18.—Extra equipment 








can be eliminated by universal 
adoption of simple _ viewing 
screens and headlight lenses using | 
polarized light at 45° for night | 
driving. He explains that light) 
from an ordinary lamp is a mass| 
of waves vibrating in all possible | 


| will be stopped by the viewing | 
blinding 


Polarization 
Obtainable 


None required 
None required 


Practically in- 
variable and low 
Unimportant 


None—system is 
automatic 
Obtainable 


Failure to comply 
with requirements 
immediately obvious 


150-250 per cent 
on open road— 
same when passing 
Unfavorable 

15 to 54 per cent 


Larger generator 
and battery, 
larizes and view- 
ing screens 


screen whose plane of polarization | 
is 
mitted rays, 





\ 
| 
| 


at right angles to the trans-| 
allowing the vision | 


of everything else to be unim-| 


paired. 


With viewing screens and head- | 
lights coinciding optically on each 


Beam Control 
Impossible without glare 
Strict 


Yes 

Scrious and no practical 
solution 

Very critical 

More dangerous than direct 
light from properly adjusted 
lamps 

Required 

Desirable 

Serious 


Dangerously high and 
variable 

Serious as it raises threshold 
of vision 

Yes—when dimming or tilt- 
ing lights 

Not obtainable with neces- 
sary practical limitations 
Faulty and fraudulent ad- 
justments dangerous and 
not subject to check-up in 
transit 

100 per cent on open road 
—est. 200 per cent to many 
times normal when passing 
Stight 


per cent 
same light 


Normal c.p.—multi-filament 


on road—single 


Extra wiring and dimming 


po- control 


\1| lights 


FIG. 2:- HEADLAMP WITH ELLIPSOIDAL REFLECTOR AND SMALL 
POLARIZER 


|}\ illuminated to a height of at least 
||| six feet. The spread should also 
||| be ample to adequately light the 


| sides of the road and provide for 
| proper illumination when round- 
|ing curves to the right or left. 
This ideal has not been practically 
|attainable because good driving 


|| light and the absence of blinding 


glare are conflicting requirements 
| sae have called for a compromise 
|}in the very complicated problem 
|of automotive lighting. 

Glare Lessened 

| The co-operative efforts of I. E. 
|S. and S.A.E. have resulted in an 
|improved driving light with less 
| blinding glare. Under ideal con- 
| ditions, with proper car loading, 
|level road and dry surface, the 
recommended in current 


car, the driver obtains a’ maxi- | 


mum of reflected light from ob- 
jects illuminated by his lamps and 


by lamps on cars traveling in the | 


same direction, Chubb claims. 


For | 


cars going in opposite directions, 
the planes of polarization will be | 
perpendicular to each other and | 


the rays from an opposing lamp 


screen, eliminating all 

glare. (See Figure 1.) 
The accompanying table briefly 

summarizes the advantages 


|claimed for polarization of auto- 


mobile headlights as compared 


with the present method of beam | 


control. 
Data Incomplete 

The estimates included in this 
table are based upon incomplete 
tests and data available. The im- 
portant thing is that the use of 
polarized light can be applied so 
as to overcome all of the evils and 


limitations in the vehicle lighting | 


problem, Chubb declares. With 


polarized light, the old problems | 


are easily solved by the use of 
larger light bulbs, generator and 
battery capacity, and the ad- 


dition of three inexpensive, easily | 


| mounted, polarizing screens. 


directions and by 
light-polarizing screen 
headlamps only parallel 
may be transmitted. The selected 
rays disappear, when viewed 
through a similar transparent 


in the 


inserting a} 


waves | 


The ideal driving light for com- | 
fort and safety at present high- | 
way speeds calls for an abundance | 
of light, having a distribution ver- | 
| tically so that the road for some | 


distance ahead is equally illumi- 
nated and objects thereon brightly 


FIG. 3A:- AOJUSTABLE SUN- SHIELD 
FOR DAY DRIVING 


specifications are probably satis- 
factory. Under practical 
conditions, however, on hilly 
roads, the driving light is neither 
satisfactory nor safe for reason- 
| able highway speeds, Glare is also 
experienced under practical op- 
erating conditions, particularly 
the reflection from wet streets, 
due to high beam candle-power 
called for by the specifications for 
angles below the horizontal. 

In the proposed 45° system the 
light must be polarized in a diag- 
onal plane. 

By Reflection 

For new lamps, polarization by 
reflection is quite practical be- 
cause the projected beam is fixed 
relative to the car and need not 
| have a great angle of dispersion. 
To use polarizers of the highest 
quality and small area, the ellip- 
tical reflector lamp may be em- 
poyed with the lamp bulb at one 
focus and the polarizer at or near | 
the other focus as shown dia-| 
gramatically in Fig. 2. 





driving | 


To change over existing equip- | 


ment, the most practical thing is 
to insert a polarizing disc or 
dished member of the absorption 
type, held-between the rims of the 
lens and the reflector. Such in- 
serts can be made and supplied 
at low cost to fit the standard 
lamps and capable of being in- 
serted at only the correct position 
to give the desired 45° plane of 
polarization. 

The viewing screen or analyzer 
must be before the eyes of the 
driver and it is preferably of the 
absorption type, so that he may 
have a wide angle of vision. The 
viewing screen may take the form 
of a complete polarizing wind- 
shield with the intermediate la- 
mination made of a plastic con- 


taining the oriental crystals. This | 
solution of the problem has found | 
favor, but some feel that the re-| 
duction of 
50 per cent or less during the 
day as well as at night will be 
objectionable. 

Practical tests show, says 
Chubb, that a device which can} 
be turned out of the way when 
not in use is preferable. Also, be- 
cause of certain operational fea- 
tures, 


FIG. 4'- BI-VISION GLASSES 
viewing screen reasonably close | 
to the eyes. The sun-shield is 
standard equipment in all or 
nearly all cars and it has been| 
found desirable to combine the 
sun-shield and analyzer in a single 


structure. 


Best Known of the Clutch Names 


BORG & BECK 
CLUTCHES 


DIVISION OF BORG-WARNER CORPORATION 


| free edge of the sun-shade 
| hinged the transparent viewing 
| screen and when used at night, 


| without a frame, 


light transmission to} 


it is desirable to have the} 


Fig. 3 shows a side view of the 
sun-shield and viewing screen 
combined. With the sun-shield, the 
line of sight is below the bottom 
edge. Adjustment is provided, so 
as to suit it to the height of the 
driver’s eyes. When using the po- 
larizing screen, it is generally de- 
| sirable to look through it, so that 
it must also be adjustable. Fig. 
| 3-B shows a convenient means of 
meeting the requirements. To the 
is 


the lower hinge is opened and the 


| height adjusted to the eyes as in- 
| dicated. 


Mounted Without Frame 
By having the screen mounted 
it can be ad- 
justed so that the bottom edge is 
level with the mean position of the 
eyes. Then, when there are no op- 
posing lights, the eyes may be 
lowered and the road observed 
as in the case with the sunshield 
and without any absorption of 
light coming from the illuminated 
view. When opposing lights ap- 
pear, the eyes may be raised so 
as to look through the screen, 
thus cutting down the approach- 
ing lights 95 to 98 per cent and 
reducing the desirable reflected 
light by from 15 to 45 per cent, 
depending upon the nature of the 
road surface and the quality and 
optical constants of the screen 
used, 

Eye glasses with partial cover- 
age of the crystalline material, 
'such as shown in Fig. 4, have 





FIG. 3B:- ADJUSTABLE VIEWING SCREEN 
FOR NIGHT DRIVING 


been found to be efficient and con- 
venient. They might be called bi- 
vision glasses. For one normally 
using glasses, the surfaces may be 
|ground to the wearer’s optical 
prescription. With the bi-vision 
| glass, the wearer normally ob- 
| Serves the road through the un- 
| covered portion. When bothered 
| by approaching lights, a slight 
| bowing of the head, an instinctive 
|motion, will extinguish the ap- 
proaching polarized lights and 
leave a full and continuous field 
|for reflected light. By bowing the 
|head just enough to cut off the 
| cross-polarized lights, the nearby 
lview is observed through the 
lower part of the lenses without 
any additional light absorption. 
Automotive lighting is a system 
in which safety is of the greatest 
| importance, Chubb points out. 
| The safety problem as well as the 
engineering problem has conflict- 
ing requirements. A safe light 
| for driving at reasonable highway 
| speeds is the dangerous light to 
| drive against. 
Hazards Eliminated 

The use of polarized light as 
proposed, he claims, avoids these 
hazards of night driving, by re- 
moving all need for limitations of 
strength and distribution of driv- 
ing light and by the elimination 
of glare. 

These safety features justify 
most serious consideration in view 
of the enormous death and acci- 
|dent rate during the ‘hours of 
| darkness. Statistics show that au- 
|tomobile accidents are twice as 
| numerous during the night as in 
| daylight, in spite of the fact that 
'the hours of daylight greatly ex- 
ceed those of darkness during the 
|active driving season and the 
|number of cars on the road at 
night is relatively low. 

Inadequate light to drive and 
| glaring headlights must be the 
| cause of the great difference, as 
| all other conditions are the same, 


(Continued on Page 23 Col 3) 
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mother, if I can put it that way, 
but each of the four models has 
individuality stamped all over it. 
It’s hard at first glance to pick a 


six from a 120, even though the | 


smaller job is five inches shorter 
in wheelbase. 
* * * 
ALTHOUGH never officially 
admitted at the factory, Detroit 
has known about the six for 
months, but it was not until 
this week that the lid was taken 
off at this surprise party. I sorta 
feel that the newcomer is re- 
sponsible for the. McKinney state- 
ment, for with the six, Packard 
now is in position to tap a rich 
market in the bracket now occu- 
pied by Buick, Oldsmobile, Pon- 
tiac, Dodge and Terraplane. And 
General Manager Max Gilman 
must feel that way, too, for his 
projection for 1937 calls for a 
production of 133,000, of which 
75,000 will be the new sixes. 


But Gilman feels the 120 will be 


another bread winner, for he is| 


asking for 50,000 of this model, 
with 7,000 of the De Luxe Eights 
and 1,000 12’s. 


* * * 


INDUBITABLY the 120 is| 


largely responsible for the high 
ranking of Packard in the indus- 
try as of today. Announced as in 


the making at the ’35 show but | 


not into production until March 
of that year, the 120 swung into 
action at a pace that never has 


faltered. From March to Septem- | 
ber of that year 25,000 of these | 
units rolled off the line, making | 
a back log that made this ancient | 
and honorable company part of 


the pass production picture. And 
in 
better pace that made for a big- 


ger and better dealer body, which | 
is now set to carry on with the | 


six as the ace in the hole. 


The part the 120 played in the| 
’36 campaign is reflected in the} 


figures Max Gilman gave me out 


of his little black book—a total | 
63,120. | 
Sorry, but I can’t give you the} 
breakdown as to the 120 but I} 
know the big percentage of the| 


Packard production of 


production total was made up of 
this particular model. 
* ok oe 
AS FOR THE affair 
proving ground, when the curtain 


was pulled aside so the dealer | 
into the show} 


body might peek 
case, that couldn’t have been bet- 
ter. Utica was a natural stage for 
the party and the track, 
posedly the fastest in the world, 
afforded Packard the opportunity 
to effectually demonstrate the 


quality that has been built into)| 


the new line. They even had a 
railroad track built 
the grandstand to prove Packard 


can take it and they also pulled} 


a stunt with a car running on 
three springs, without a limp. 
Three races, too, were 
with Col. Jesse Vincent, head of 
engineering, proving the 


fessionals. Jesse won the feature 


event, a 10-mile affair in which | 


his competitor was none other 
than Tommy Milton, 


ysis. 
backed De Palma, but this man 


Vincent made ’em all look like | 


selling platers. He won. 
ca * * 


BUSY WEEK, this one, for the 
besides | 


conductor, including, 
Packard, the breakfast at the 
Statler Monday morning, given by 
Ford to the Merit Club service 
managers. I’ve heard Bill Cowl- 
ing, general sales manager, talk 
before, but at other dinners like 
Rotary and the Adcraft Club, 
where he was tied down to a 
chair at the speakers’ table. This 
time, however, his style was not 
cramped. He had a special cat’s 
walk built in front of the speak- 
ers’ table and for an hour and a 


| heard before. 





’36 it carried on at an even) 


at the 


sup- | 


in front of | 


staged, | 


ama- | 
teurs really have it on the pro-| 


two-time | 
winner at Indianapolis, Ralph De | 
Palma, also Indianapolis winner | 
and a two-time AAA champion, | 
and Bob McDonough, another one | 
of the professional ilk who isn’t | 
so bad himself in the final anal- | 
For sentimental reasons, I | 





quarter he paced up and down on 
this, getting a swell speech out 
of his system, just like Billy Sun- 
day used to carry on. 

e «6 # 

AS FOR THE speech, Cowling 
struck a keynote I never had 
He told the serv- 
ice managers they held the lives 
of their customers in their hands. 
A sloppy job may bring about 
death on the highways, he said, 
and the Ford company believes 
it owes a duty to its customers 
on insisting that every attention 
be given to repair work, down to 
the veriest jot and tittle. Like 
Walter Winchell, that’s some- 
thing I had never thought of. 

* * * 

WALLY BATES ranks high 
in the Detroit colony as head of 
the Chicago Tribune’s office here, 
but on Friday noon he was com- 
pletely overshadowed by his 





father, the Greater Bates. The 
occasion_was a reunion luncheon 
Son gave for Father and the lat- 
ter was a voice out of the past. 

In my frisky days, D. A. Bates 
was general manager of the Ray- 
field Carburetor Co. in Chicago. 
He was with that company from 
1904 to 1921, which ought to rank 
him as a pioneer. In his day he 
contributed largely to racing his- 
tory in getting Ralph De Palma 
and Ralph Mulford to put on Ray- 
field carburetors. Mebbe that’s 
what made ‘em champions. 


Anyway we had De Palma with 
us and also F. E, Edwards of 
Chicago, at one time chairman of 
the AAA technical committee and 
now in ADN’s circulation depart- 
ment. Bates and Edwards col- 
laborating, we rookies learned a 
jot about what happened in those 
old days. 

* * * 

ORDINARILLY I don’t pay 
much attention to cards from 
proud papas announcing an ad- 
dition to the family, but in case 
of Jim Cleary, vice president of 
the Roche, Williams & Cunnyng- 
ham advertising agency and who 
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A Repaint Job by Jim Cleary 
contacts the Studebaker account 
that’s something else. For Jim 
has come across with a most 
unique card, cleverly illustrated, 
announcing the arrival on Sept. 
1 of Michael Morency Cleary, 
weight 10 pounds 1 ounce—just 
an old-fashioned baby. The prize 
picture is Father Jim doing a re- 
paint job on the Cleary baby car- 
riage, which already has seen 
plenty of service. And don’t for- 
get to vote for Father Cleary, who 
is running for trustee of the Uni- 

versity of Illinois. 





use_% waged. -On Snap, Terminals 


THEY LAUGH AT VIBRATION AND CORROSION 


DEFECTIVE electrical system can bring more ill will and 
complaints than almost any other source of automobile 
trouble. That’s why every day more and more automotive 
manufacturers are turning to Swaged-On Snap Terminals 
as the only completely fool-proof connections for their 


products. 


Vibration and Corrosion are the worst enemies of the elec- 
trical system. When connections are made the old-fashioned 
way, the nuts and screws are immediately attacked by vi- 
bration and corrosion. Swaged-On Snap Terminals laugh at 
Vibration and Corrosion. They will outlive the car itself! 
In the rapid processes of assembly, you can never be as- 
sured that each and every screw and nut is driven home, 
but . . . once a Douglas Terminal is snapped into place, 
you have a perfect contact indefinitely. 
33 manufacturers of automobiles, trucks and buses have 
adopted Swaged-On Snap Terminals. 


H. A. DOUGLAS MFG. CO 


California Loses Money 


On License Fee Program 


SACRAMENTO, Calif. — Cali- 
fornia’s department of motor 
vehicles struck a bad bargain in 
taking over the collection of auto- 
motive license fees in return for 
one per cent of the total income, 
it is reported by Ray Ingels, di- 
rector of the department. 

It is estimated that for every 
dollar received the department 
has had to spend from $2 to $3 
for collection, and it is believed 
that by the end of the year, the 
first year the new system has 
been in operation, the collection 
expenditure will be fully five 
times the amount received by the 
department. 

At the next session of the Legis- 
lature there will be a plea made 
for the increase of collection fees. 

Under the present system, one 
per cent goes to the motor vehicle 
department, 25 per cent is ap- 
portioned to cities and 12% per 
cent goes into the State general 
fund. During the first six months 
of 1936 the sum of $8,054,576 was 
collected. 


201 RAILROAD ST. 
°s BRONSON, MICHIGAN 


ORIGINATORS OF Swaged- On Snap Terminals 


and DOUGLAS LIGHT CONTROL SYSTEM 





Prices Remain Unchanged 
On Presidents, Dictators 


(Continued from Page 


at any speed above 35 miles per, 
hour. To cut in the overdrive the | 
foot is lifted quickly from the ac- 
celerator and then applied grad- 
ually. To cut it out the foot is 
lifted and then applied quickly. 
While the general principles of 
operation are substantially as be- 
fore, an overrunning roller clutch | 
functions only temporarily after 
disengagement of the overdrive, 
to pick up the direct drive. The 
car coasts against the engine 
compression in all speeds, just as 
with a conventional transmission. | 

An improved gear shift, un-| 
usually light, is obtained through 
a@ new synchronizer unit on both 
President and Dictator models. | 
This synchronizer unit is based 
upon a simple, automatic and 
fool-proof floating ring, having a| 
blocking action and carrying a 
synchronizing cone. This floating 
ring prevents shifting of second 





DICTATOR REGAL SEDAN, another of the new 1937 Studebaker models, It’s long, low and beautiful 
and there is said to be more baggage space in it’s capacious built-in trunk than can be found in a 


month of Sundays. 


gear until the speed of aie 
gears, i.e., the synchronizing sleeve 
internal gear and the second speed | for adjustment, simplicity of de-| be changed (except for the sum-| 


main shaft gear, are running at | sign and construction. 


approximately the same speed. 


The hyphoid rear axle features| parking and greater degree of| stalled whenever 


both President and Dictator mod- 


SMOOTHNESS AND QUIET are contributed by the new rubber 
insulated universal joints on the Studebaker Dictator models. 
new shaft provides an elastic, insulated drive with no moving parts 
to wear and no lubrication requirements. 


els. Hypoid rear axle gears are in 
point of design, midway between 
spiral bevel and worm gears. The 
hypoid rear axle is less sensitive 


to minor variations in tooth form | 


and is the only gear combination 
that actually improves with use. 


The outstanding advantage of 
the hypoid axle is that, due to the 
lower pinion center line, a lower 
body floor can be used in the rear 
compartment without using a tun- 
nel or sacrificing road clearance. 
On the new Studebakers the floor 
is 3 1-16 inch lower at the door 
openings, giving increase in door | 
height without raising the height | 
of the car. 

A third improvement 
new double drop frame. 
frame design has the strength of | 
the box section side rail X-mem- | 
ber construction that is found in 
the 1936 models. 


is 


| contrary to the general practice, 


| cam in contrast to the single stud 





the | 
This 


| 
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1937 Studebaker Models Make First Public Bow 


1) 


On the 
found shock 


1937 Studebakers are 
absorbers that are, 


built into the chassis. They are 
not bolted to the frame nor are 
they connected to the axle by 
links. The new “shocks” are of 
the direct acting type. They are 
compact and embody automatic 
ride control, impact recoil and 
temperature control. 

Designed to make these new 
Studebakers easier to handle than 
any previous models is the new 
twin lever type steering gear to 
be found on the 1937 models. This 
is of the twin lever or compound 
ratio type, so called because two 
studs are in engagement with the 


heretofore employed. The new}! 
gear is described as giving easier 
steering and easier parking, a 





greater degree of control at road 
speeds, greater mechanical}! 


strength and resistance to road| 
shock, longer life with less need | 


The two} 
| outstanding advantages are easier | 


control at road speeds. 


| cleaner 
| tightly compressed cotton waste 


| ing material used in most conven- 
| tional types of filters. 


The 


| by any 


| joint. The new shaft provides an 
| elastic, 





AN EASY RIDE is promised by these shock absorbers revealed in 
this view of the front end of the new 1937 Studebakers. Contrary to 
the usual pract: ce these shocks are built-in. Planar suspension of the 


THE 1937 DICTATOR COUPE shown above exemplifies the sweeping lines of the new Studebaker 
offerings. Horizontal radiator and hood louvers blend together. Excellent visibility is afforded through 


both high windshields and broad rear windows. 


For 1937 all Studebakers—Dic- 
tators as well as Presidents—have 
as standard equipment Fram oil 


1| 
and motor cleaners and motorists | 
will be advised that oil need never 


mer and winter seasonal changes) | 
if a new Fram cartridge is in-| 
the dip-stick | 
shows that the oil has become 
| dirty. Plain instructions for judg- 
|ing when the oil is too dirty for 
further use are given on the flat 
edge of the dip-stick. The Fram 
forces the oil through 


30 times the thickness of strain- 


Automatic choke has been im- | 
proved and simplified to give bet- 
ter accessibility for seasonal ad- 
justments. Three adjustments are 
provided on the new choke to 
compensate for variations in the 
butane content of motor fuel. 
These adjustments may be made 
service man—and any 
driver may learn how to make| 
them in three or four minutes. 


The 1937 Dictators are equipped 
with a rubber insulated universal 


insulated drive with no 
moving parts to wear and no lu- 





front wheels is retained in. the new cars. 


brication requirements. It con- 
tributes a great deal to smooth- 
ness and quietness at high speeds. 
An over-running starting clutch, 
manually engaged on Dictator 
and dash button control on Presi- 
dent models gives the new cars 
positive starting in cold weather 
because cranking is positive and 
continuous until the engine is 
running. The gear that turns the 
fly-wheel becomes engaged before 
it starts to turn, contrary to the 
conventional system of engage- 
ment after the starting gear is 
running. Also, the new starting 
system does not merely turn the 
crankshaft over and disengage, 
it continues cranking until the 
speed of the crankshaft exceeds 
the speed of the cranking unit and 
the latter is automatically disen- 
gaged. 
Another 


interesting chassis 


change is the new location of the} 


parking brake lever just below 
the instrument panel at the left 
of the steering wheel. It extends 


| downward from behind the panel 
|} and its position gives the operator 
|an easy direct pull. 


This new lo- 
cation clears up the floor boards 
in the front compartment and 





swing back to become louvres at 
the bottom of the beautiful one- 
piece hood. There is no division 
or “beading” in the center of the 
hood. Its broad, delightfully con- 
toured surface adds to the car’s 
distinction. 

The deep, full, one-piece fenders 
blend into the radiator contours. 
The headlamp position has been 
raised, insuring a longer throw of 
the beam. Exterior hardware is 
streamlined. Fenders are “faired” 
to reduce wind resistance. 
Through the use of colored rubber 
the running boards will match the 
bodies. Trunks are definitely part 
of the original design. Wheels are 
solid discs. Bumpers are adroitly 
attached. The ensemble appear- 
ance is one of grace, beauty and 
aerodynamic efficiency. 

Use of the hypoid gear and 
double-drop frame has enabled 
the body engineers to increase leg 
room. The leg room in the rear 
seat of the four-door sedans 
measures 47 inches. Front and 
rear door openings are 44 inches 
from top to bottom. The body en- 
gineers have also scored heavily 
in the luggage compartments. 

In the first place the 18-gallon 


HYPOID REAR AXLES feature the new 1937 Studebakers. 
Through their use body floors may be lowered and there is no need 


| for using a “tunnel.” The hypoid rear axles are less sensitive to minor 


variations in tooth form and are said to be the only gear combination 


that actually improves with use. 


leaves the left door free of ob- 
struction. 

Planar suspension of the front 
wheels is retained on the new 
models. During the two years 
this suspension has been in use, it 
has been constantly improved and 
the ride produced by its 1937 ver- 
sion is said to be more comfort- 
able than has been found in any 
previous cars. 

There are other improvements 
in the two new chassis, such as 
the use of manganese steel con- 
necting rods on the Dictator, fixed 
by-pass casting on the Dictator, 
disc wheels, improvements in the 
wiring harness, clutch pedal link- 
age, construction of spring cush- 
ioning of the tie rod and body 
bracing at the front. 

The outstanding feature of the 
1937 Studebaker “appearance” is 
the new horizontal grid radiator 
and the manner in which the grids 





gasoline tanks have been rede- 
signed to the “flat” type. The 
lower height of the tanks permits 
lowering luggage compartment 
floors and recessing tool compart- 
ments below the floor of the lug- 
gage compartment, providing a 
convenient place for tools and giv- 
ing more room for luggage. 

The 1937 Studebakers have an 
improved ventilating system with 
fixed windshield. It is a full inch 
higher than in former Stude- 
bakers and gives excellent visi- 
bility. There is also better visibil- 
ity through the rear mirror. Front 
side windows are halved. The for- 
ward ventilating vane is pivoted 
in the garnish moulding, enabling 
the driver to adjust the flow of 
air into the car, while the rear 
half is either raised or lowered. 
The division channel is part of 
the rear portion of the window 
and lowers with it. 
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Dist. of Columbia Nation’ s Best New Car Market 


Hudson Statisticians 


Show Standing of States 


DETROIT. — The _ District of 
Columbia is the nation’s best 
market for new cars this year 
with one out of every 26 inhabi- 
tants purchasing a new transpor- 
tation unit in the period from 
January to June, it is revealed by 
the statistical department of the 
Hudson Motor Car Co. 


Hudson statisticians have just 
completed a comparison of new 
car registrations with state popu- 
lations. 

The national average for the 
six months’ period was one new 
car for every 66 persons, the com- 
parison showed. Census figures 
used were those of 1930, the 
latest available. 

In Nevada, second ranking 
state, only 2,910 new cars were 
sold during the first half of the 
year, but this was an average of 
one for every 31 residents. Michi- 
gan held third place with an 
average of one new car for 39 
inhabitants, and the fourth best 
market from this viewpoint was 
Montana where one new car sale 
was made for every 41 people in 
the state. 

California, with a population 
near 6,000,000, bought one new car 
for every 43 inhabitants and 
ranked fifth in the comparison. 
Oregon, where new car registra- 
tions average one for every 44 
persons, ranked sixth, and Indi- 
ana and Ohio tied for seventh 
place, with one in every 48. 

Eighth ranking state was Dela- 
ware, and Colorado and Washing- 
ton were tied for ninth position. 
One out of every 53 persons in 
Delaware bought a new car dur- 
ing the first six months of the 
year, and in Colorado and Wash- 
ington the average was one in 
every 54. 

Other states that bettered the 
national average of one new car 
for every 66 persons included 
Connecticut, Idaho, Illinois, Iowa, 
Kansas, Massachusetts, Minne- 
sota, Nebraska, New Hampshire, 
Rhode Island, Utah and Wis- 
consin. 

The accompanying table shows 
registrations versus population by 


states. 
Industry New 
Car Regis 
trations 
Jan. Thru 1930 
June, 1936 Census 


16,304 


Population No. of 
Inhabitants 
Per Car 


2,646,248 162 








Nebraska Extends Date 


LINCOLN, Neb.—The state rail- 
way commission has announced the 
extension of the deadline for appli- 
cations for certificates of public con- 
venience and necessity for motor 
truck operators in intrastate com- 
merce to Oct. 20, this deadline to be 
“positively final.’”’” The commission 
to date has received 2,871 applica- 
tions and anticipates more than 
6,000 in all. 

Proposed uniform truck rate fix- 
ing regulations will be discussed at 
conferences to be held by the state 
railway commission with all inter- 
ested parties at dates and points 
over the state yet to be announced. 


AMERICA 


BEFORE realty operators could open 
up large tracts of residential and subur- 


| that the 





\Polarized Lamps 


Said to Reduce 
Glaring Light 


(Continued jh frei Page 20) 


except possibly the greater rela- 
tive number of intoxicated drivers. 
The figures show only a low per- 
centage is due to intoxication, so 
importance of proper 
lighting is at once evident. 

The principle of light polariza- 
tion, according to Chubb, is to 
control the random vibrations of 
natural light, which cause rays to 
shoot off at all angles and bring 
them into some sort of alignment. 
This is done by the polarizer at 
the light itself. The idea would be 
much the same as squeezing a 
wad of dough through a seive. 


S N O " 








The pressure on the dough would 
be in all directions but the shreds 
which came through the sieve 
would be uniform in direction. 
Transparent crystals are used to 
form the seive through which the 
natural light is passed. The ana- 
lyzer or view plate which is placed 
in front of the drivers’ eyes can 
be arranged through the applica- 
tion of crystaline polarizers to ac- 
cept or reject the rays correct or 
controlled by the polarizer at the 
source of light. 

For vehicle lighting, one polar- 
izer is used to polarize the light 
projected from the headlamp, and 
the second or analyzer may take 
the form of a viewing screen, 
windshield, goggles or eye-glasses 
before the eyes. 

When two polarizers are ar- 
ranged with their planes of po- 
larization parallel, they are said 
to be “optically coincident” and 


AUTOMOTIVE 


of choice but a matter of necessity! 


But (shifting into reverse on that fam- 


Alabama 
Arizona 
Arkansas 


California .... 


Colorado 
Connecticut 
Delaware 


Dist. of Col... 


Florida 
Georgia 


Illinois 
Indiana 


Kansas 
Kentucky 
Louisiana 
Maine 
Maryland 


Massachusetts. . 


Michigan 


Minnesota .... 


Mississippi 
Missouri 
Montana 
Nvbraska 
Nevada 


N. Hampshire. 
New Jersey.... 
New Mexico... 


New York 


N. Carolina... 
N. Dakota.... 


Ohio 
Oklahoma 


Pennsylvania .. 
Island. . 
S. Carolina ... 


Rhode 


8S. Dakota 
Tennessee 


Vermont 
Virginia 
Washington 


West Virginia. 
Wisconsin .... 


6,536 
9,820 
130,748 
19,330 
26,671 
4,528 
18,382 
21,674 
25,828 
7,858 
132,304 


29, = 


19, 0: oe 
11,441 
22,979 
70,650 
123,508 
45,099 
11,389 
52,282 
13,219 
21,146 
2,910 
7,398 
60,278 
4,640 
172,361 
22,031 
6,255 
137,329 
29,396 
21,518 
142,076 
11,139 
11,719 
7,352 
23,383 
78,249 
8,275 
4,796 
25,879 
29,090 
20,162 
50,494 
5,509 


U. B.v.ceees 1,853,681 


435.573 
1,854,482 
5,677,251 
1,035,791 
1,606,903 
238,380 
486,869 
1,468,211 
2,908,506 
445,032 
7,630,654 
3, 503 
2,470,938 
1,880,999 
2,614,589 
2,101,593 
797,423 
1,631,526 
4,249,014 
4,842,325 
2,563,953 
2,009,821 
3,629,567 
537,606 
1,377,963 
91,058 
465,293 
4,041,334 
423,317 
12,588,066 
3,170,276 
680,845 
6,646,697 
2,396,040 
953,786 
9,631,350 
687,497 
1,738,765 
692,849 
2,616,556 
5,824,715 
507,847 
359,611 
2, 4 21, 851 


2.6 9 039, 006 
225,565 


122,775, 046 


67 
189 
43 
54 


ban property they had to have trans- 
portation! The automobile (nothing 
else) supplied that transportation. 


The automobile (nothing else) made 
it possible for above-average-income 
families to get away from the snarl of 
the city out into the open spaces, where 
they could follow Nature’s “design for 
living” among trees, flowers, gardens. 


So we are nota bit off key, Mr. Automo- 
tive Manufacturer, when we say: You 
made the Better Homes & Gardens 
market what it is today! You supplied 
the vehicle that made possible this new 
mode of living. And this mode of liv- 
ing, in turn, makes a car not a matter 


ous old ditty) Better Homes & Gardens 
is not satisfied ...and won't be satisfied 
until every automotive factor gives this 
market and this medium the No. 1 con- 
sideration it rates. 


Here is a market where motive power 
and buying power go hand in hand. 
Here are 1,400,000 home-owning, car- 
owning families who represent your 
best replacement market, bar none! 
Here is the sales manager’s dream of 
what an automobile prospect should 
be: people who have to have cars, tires, 
accessories, gas, oil and what-not and 
have the money to buy them! Meredith 
Publishing Company, Des Moines. 


Jes 
a & GARDENS 


Ane wd Onm. 1400,000 FAMILIES 


ae | 


AMERICA’S MASS-CLASS HOME MARKET 


the second transmits the light 
which has passed through the 
first. When two polarizers are ar- 
ranged with their planes of po- 
larization at right angles, they 
are said to be “optically crossed” 
and the second stops the polar- 
ized light passed by the first. 


Gol , Meet Scheduled 


OAKLAND, Calif—East bay Mo- 
tor Car Dealers Assn. is to stage a 
golf tournament and dinner at the 
Orinda Country Club, Friday, Sept. 
11. The committee in charge is com- 
posed of Dick Brooker, Carl Goep- 
pert, Harold Forman and Charles 
Hebrank. The committee chairman 
Dick Brooker, has announced that 
it is to be the greatest tournament 
ever staged by the dealers of this 
territory. The dinner is also to at- 
tract a large assembly of dealers ac- 
cording to Carl Goeppert, who is in 
charge of entertainment. 


MARKET 


dy, 
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New Ventilation System Devised by Evans Products 


Safety 


and Health Factors 


Spur Engineer’s Research 


DETROIT.—Public demand for 


more efficient heating and venti- 
lation of all types of automotive 
vehicles to assure safety, health 
and comfort under all operating 
conditions, has resulted in more 
concentrated engineering thought 
on this subject than ever before, 
a field survey discloses. 


Figures released by an _ inde- 
pendent agency disclose’ that 
driver fatigue and drowsiness, 
caused by driving for hours in 
stuffy, non-ventilated cabs, alone 
accounts for more than 20,000 
truck accidents each year. 


Pioneer Concern 


Among the pioneers in the de- 
velopment of forced and exhaust 
ventilation is the N-L Ventilation 
and Heating Division of the Ev- 
ans Products Corp. of this city. 
This organization’s dual heating 
and ventilating units for trucks, 
buses and passenger cars have 
been designed to meet all modern 
requirements, according to Evans 
engineers. 

Unit for the truck cab provides 
weather-proofed installation, the 
fresh air being screened and 
taken in at a high pressure point 
above the windshield. The air is 
forced downward and thoroughly 
circulated throughout the cab. 
The used air is sucked into the 
exhaust pan and is ejected rap- 
idly through exhaust louvers in 
the roof, even in cold or rainy 
weather when windows must be 
kept closed. The driver may con- 
trol the air inlet to suit prevailing 
weather conditions. 

The air intake for buses also is 


NICKELGRAMS 
—— 1A— 


Have you seen the latest book- 


let, 
issued by General Motors Re- 
search, 
humanized and explained so that 
the layman may understand? It 
contains an interesting item to 
the effect that when Nickel 
Steel was first produced, it was 
popularly called “meteor steel.” 
The reason for 
comes from the fact that the 


material had almost the identi- | 


cal composition of the meteors 


that drop on our planet from 


the skies. 
oe Oo 


A new type of Monel has been 


“Metallurgy and Wheels,” | 


in which metallurgy is| 


the nickname | 


| 


| principle is unchanged. The fresh | 


| 
roof. 








developed known as K-Monel, | 


a special alloy of two-thirds! 


Nickel and one third copper, to| 


which is added a small percent- | 
age of aluminum. 


Tests made| 


recently in connection with the| 
production of some huge forg- | 


ings of this material 


indicate | 


that the forgings develop me-| 


chanical strength equivalent to 
that of high grade heat treated | 
alloy steels. 

* 


Last winter’s 


* 


extremely low) 
temperatures brought out the | 
fact that steel bolts strong | 
enough to withstand heavy loads 


at ordinary temperatures may | 


snap like glass when struck a 
light blow in zero weather. An 
investigation by a group of 
prominent New York metal- 
lurgists proved that if the bolt 
steels were alloyed with certain 
materials, particularly Nickel, 
they could be safely used at low 
temperature without danger of 
snapping off. 


THE 
INTERNATIONAL 
NICKEL COMPANY 

INC. 


NEW YORK, N. Y. 





installed above the windshield, 
this position being determined by 
C O tests which revealed that at 
this area the outside air is most 
free from traffic fumes. 

On rear engine and “pancake’ 
type motor buses the air is forced 
through sealed ducts extending 
the length of the vehicle above 
the card rack, and picked up by 
a high speed blower fan capable 
of furnishing 10 cubic feet of 
fresh air per minute per pas- 
senger. 

On the conventional bus the air 
is brought in at the same point 
but is diverted downward through 
a duct at the left of the driver 
and thence to the blower fan. 

Outlet of used air is through a 
static exhaust louver at the curva- 
ture of the front of the roof. This 
is a direct contribution to the 
health of passengers, preventing 
the spread of colds and other 
diseases because of the frequent 
changes of air. This installation 
also aids in maintaining a slight 
pressure in the vehicle, materially 
decreasing ¢old drafts when the 
door is open. 

Passenger Cars 


While the passenger car instal- 
lation differs in construction from 
that of the other vehicles the | 





air is brought in at the same| 
point as bus and truck cab, and} 
screened to prevent entrance of | 
any foreign matter. The air is| 
forced through an intake pan in- 
stalled above the front compart- 
ment between headlining and| 
Grills extending sidewise | 
overhead in front and rear com- | 
partments of a sedan provide dis- 
driven back through the intake | 
pan. 

Two grills for exhaust purposes 
are built lengthwise into the over- 
head upholstery. These grills| 


| carry the used air through sealed | 


ducts to the exhaust vent con- | 
structed in the low pressure tea 
of the roof. 


Delaware 


South Carolina 


(HEATER INTAKE 


ExnausTt 


INTAKE 


Hot YYATER Unit 


Hot AiR Unit 


Heater By-Pass ConTror 


Diagram of New Evans Ventilator 





Future Cars Bigger, But 


Not Heavier 


Says Engineer 


DETROIT.—Automobiles of the, 


next two or three years will be| 
noted for their roominess, but! 
more scientific methods of con-| 
struction will prevent them from 
being materially heavier even 


2 _~” | though they are larger, says Da- 
| tribution of the fresh air as it is | 


vid E. Anderson, chief engineer | 
of the Bohn Aluminum and Brass 
Corp. 

“Public demand for a big roomy 
car continues,” says Anderson. | 
“At the same time Americans de- 
mand extraordinary performance. 
As a result engineers have been 
forced to provide an automobile 


which while larger is no heavier 
and possibly is even lighter, as 
it is known that in order to pro- 
vide performance, weight must be 
kept down. The more scientific 
use of metals together with the 
adoption of new light-weight al- 
loys of steel and aluminum will 
keep the weight of our new cars 
in bounds even though they are 
longer in wheelbase, the bodies 
materially wider and. roomier in 
all directions and the _ engine 
horsepower greater. 

“If the trend toward size con- 
tinues it may be necessary for 





engineers to take radical steps in 
weight reduction. The means are 
available and although the initial 
expense would undoubtedly be 
higher, in the long run the cost 
would probably return to normal. 
If the industry ever came to alu- 
minum cylinder blocks, for ex- 
ample, a tremendous saving in 
weight would be possible and 
after a large volume of these 
cars were out and in use, the cost 
problem would begin to solve it- 
self. Such an engine is somewhat 
remote at the present time but 
we are drifting in that direction. 
No Radical Changes 

“We are in for somewhat of a 
lull as far as radical departures 
are concerned. But then the in- 
dustry always progresses in this 
manner, poising itself, as it were, 
for the next leap. Just as soon 
as automobiles all begin to look 
alike we are ready for the next 
big step. This has been the case 
in other years. We will not find 
many radical changes for 1937 al- 
though there will be some notable 
improvements particularly in 
transmissions in the direction of 
eliminating the gearshift lever. 

This device is a relic of the past 
and will soon be done away with 
altogether. It is obviously foolish 
for us to claim three-passenger 
front seats, for example, while 
the gearshift lever continues to 
occupy the front compartment. 
No-doubt engineers will find ways 
to eliminate this. We may also look 
for further advances in riding 
comfort, in a greater use of the 
hypoid gear which makes the car 
lower and in other methods of 
reducing the height to give a 
lower center of gravity, better ap- 
pearance and more road stability. 

Car weights will vary all the way 
from 28 to 35 pounds per horse- 
power for 1937. The engineers of 
the industry could readily pro- 
duce a car with a horsepower 
for every 18 pounds if they had 
to do it. Such a car would shatter 
all precedent in acceleration and 
general performance character- 
istics. We are still a few years 
removed, however, from this 
goal.” 


NEW PASSENGER CAR REGISTRATIONS 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York area which are compiled by Sherlock & Arnold 


CHRYSLER GROUP 


Chrysler 


135 

99 
514 
419 


22 
14 
108 
104 
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290) 





Wisconsin 


1458 
1371 


401 
397 


885 
850 





Total, 3 States 
for August 


MONTHS 
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"36 | 
35] 
36 | 
35] 
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35] 
"36 
"35 
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April 
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NEW PASSENGER CAR REGISTRA 


CHRYSLER GROUP 
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Farmers Cash Income in July Highest Since 1929 





Prices Reported 
Best Received 
In 6-Yr. Period 


WASHINGTON. — A new high | 
total in farm income for the re- 
covery period is reported by the 
U. S. Bureau of Agricultural | 
Economics. 


Farmers’ cash income from the 
sale of products in July was $711,- 
000,000—the highest figure since 
1929. Income from sales in June 
this year was $582,000,000, and in 
July a year ago it was $451,000,000, 
according to the report. 


Farmers received in addition 
$24,000,000 in government rental 
and benefit payments in July,| 
compared with $57,000,000 in June, 
and with $19,000,000 in July last | 
year. 

The total income from market- 
ings and benefit payments during 
the first seven months of this year 
was $4,024,000,000—the highest for 
the recovery period. In the cor- 
responding period of 1935 the total 
was $3,426,000,000. 

Of the seven months’ total this 
year, marketings yielded $3,831,- | 
000,000—the highest for any cor- 
responding period since 1930. Mar- 
ketings in the same period of 1935 
yielded $3,121,000,000. 

The bureau attributed the sharp 
increase in cash income in July| 
as compared with June this year, | 
and with July 1935, chiefly to a| 
marked gain in income from| 
grains, especially wheat. 

Income the remainder of this} 
calendar year is expected by the} 
bureau to continue higher than 
in the corresponding months of | 
1935, in view of improved consu- 
mer demand and probable con-| 
tinuance of heavy livestock mar- 
ketings, it was stated. | 

The general level of prices re-| 
ceived by farmers on Aug. 15 was 
the highest in six years, the Bur- 
eau of Agricultural Economics, 
also stated. 

The bureau’s 





| 


index for that | 


date was 124, compared with 115) past month, with both wheat and 
106 on/|corn passing $1 a bushel, 
e since July 1928. 

indexes 


on July 15, and with 


Aug. 15 a year ago. Grain led the| first tim 
Group 


march to higher prices during the | 


EXPLOITATION 
through a tie-in between Packard and RKO. Fred Astaire and Ginger 
will sing tunes from the picture on 
the Packard radio program while the manufacturers will publicize 
the film production, 


TE DL 
RKO-RADIO 
Pa 2a hee en? Se 

fn 


AS THE STAR OF THE 


PACKARD RADIO HOUR 


With 


JOHNNY GREEN'S ORCHESTRA 
OVER THE NBC RED NETWORK 
EVERY TUESDAY NIGHT 


of the new 


of the 


Rogers, stars of “Swing Time” 


for the 


bureau | crops 





1937 Packards will be secured 


show that prices received by far- 
mers for grain were up 20 points 
during the last month, truck 
were up 19 points, dairy 


3 STATES FOR AUGUST, 1936-1935 


Complete cumulative figures will appear each week until all 48 states or completed United States 


HUDS. GROUP ; NASH GROUP | 


STATES 


LaFayette 


AUBURN | 


Graham 
Hupp 
Packard 


| Car Co. 
| Radio has just completed arrange- 


products 





Packard Ties’ in with RKO 
To Exploit New 1937 Cars 


DETROIT. Packard Motor 


in cooperation with RKO 


ments for one of the most un- 
usual exploitation programs ever 


| Staged by a motor car manufac- 


turer. Public attention will be 
focused on the new Packard Six, 
Packard’s new radio show star- 
ring Fred Astaire, and “Swing 
Time,” RKO Radio’s new picture 
starring Astaire and Ginger Rog- 
ers. 


Movie trailers will show the 
new Packard Six on the screen 
of all leading theatres running 
“Swing Time” and patrons will 
be invited to join in the contest 
for one of the 12 new Packard 
Sixes to be awarded as 
Theatres will further cooperate 
with local Packard dealers by 
distributing entry blanks to the 
contest, tune-in slips for the radio 
program and where possible dis- 
play a new Packard Six in the 
lobby. 


In reciprocation, Packard will 
feature “Swing Time” music on 
the air and Packard dealers will 
show “Swing Time” posters on 
the windows of their showrooms 


prizes 


| and service stations. 


The contest which will be open 


were up nine points, 
chickens and eggs were up six 


| points, and meat animals were up 
| four points. 


Cotton and cotton- 
seed were down two points, and 
fruit prices dropped nine points. 


Feed price increases, the bureau 
explained, were chiefly responsible 
for the advance in the average 
prices paid by farmers for all 
commodities. The index of prices 
paid for all commodities pur- 
chased was 126 on August 15, 
compared with 123 on July 15, 
and with 125 on Aug. 15 last year. 


The five-year period 1909-14 
equals 100 in all of these price in- 
dexes. 


totals for the months have been printed 


NON-AFFILIATED GROUP 


TOTALS 





to all patrons of the theatres 
showing “Swing Time” will be 
based on the writing of a 25 word 
(or fewer) statement on “What 
I like best about the new Packard 
Six.” Awards will be made to the 
12 contestants writing the best 
answer to this question. The con- 
test will run for eight weeks. The 
winners will be announced over 
the Packard Radio Hour Tuesday, 
Nov. 24 and the 12 new Packard 
Sixes will be delivered to the win- 
ners on Thanksgiving morning. 


This tie-up of radio, screen and 
automobile is said to be the first 
of its kind ever staged by a motor 
car manufacturer. In addition 
there will be a separate contest 
for theatre managers and public- 
ity men whom three new Packard 
cars will be awarded as prizes 
for the three best cooperative 
campaigns conducted during the 
contest. The committee of judges 
for the theatre contest will in- 
clude representatives from the 
motion picture and advertising 
trade press. Final awards will be 
made by F. H. McKinney, ad- 
vertising manager of the Pack- 
ard Motor Car Co.; Chester J. 
LaRoche, president of Young and 
Rubican, Inc., Packards adver- 
tising agency and Ned E. Depinet, 
president of RKO Distributing 
Corp. 


MAKE MONEY 
with 


Lorraine 


‘The Driving Light that 


Turns Night Into Day 
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@ Highways that are scenic spots of beauty 
by day are death traps for auto drivers after 
dark—when the cars are not equipped with 
proper driving lights. And the drivers have 
never been more conscious of this than they 
are today. 


For over twelve years Lorraine has been 
recognized as the World’s Finest Driving 
Light, and now the Appleton Electric Com- 
pany offers you a planned selling 

that will mean more sales and better —_ 
for you. A floor display stand for Lorraine 
Lights is only one of many powerful selling 
helps furnished free to dealers. 


The new features of the Lorraine Lights, 
including colors to match bodies, twenty- 
minute installation method, and pre-focus 
principle of controlled light, make Lorraine 
the foremost driving light for volume sales. 


The Appleton Electric Company also offers a 
complete line oe auxiliary lights, including 
Fog Lights, Ro: Lights, Warning Lights, 
Clearance Ln and Direction Signals. 
Write today for the name of the wholesaler 
in your territory. Distribution is nation- 
wide and you are assured of rapid, efficient 
co-operation on all orders. 
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Write for Complete Information 


APPLETON ELECTRIC COMPANY 
(AUTOMOTIVE DIVISION) 


1753 WELLINGTON AVENUE 
CHICAGO, ILLINOIS 
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Newcomer Completes 
Coverage of all Brackets 


(Continued from Page 1) 
$1,000 in well graduated and logi-| launched and began carrying out 


cal steps up to the luxurious type | 


- of car represented by the Pack- | 
| ment. 


ard Twelve. 


In both appearance and general | 


engineering the new cars are all 
of the same family. Each has the 
characteristic Packard lines and 


Packard says each also possesses | 
inherent comfort, ease of handling | 


and long life. 

The newest member of the 
“family” is the Packard Six. It 
will, the company expects, prove 
as sensational a car as was the 
One Twenty with which Packard 
has been making new sales rec- 
ords almost month after month 
since its introduction two years 
ago. 


Rumors of a new “Six” to be 
introduced by Packard had been 
rife for months as the company 





AUTOMOTIVE DAILY NEWS, SATURDAY, SEPTEMBER 5, 1936 


Packard Spreads Line With New Low-Priced Six 


a $5,000,000 program of plant re- 
vision and new machinery equip- 
No word about the car, 
however, has been forthcoming 
from the company until now. 


In the field of more costly fine |. 
| car Owners announcement of the|'” 
new Twelve and Super Hight car- |. 


ries as much interest, it is said, 
as that of the new Six does 
among the motor car owners in 
its price field. Packard men be- 
lieve they will stimulate a new 
interest in the big car market. 
The company, with these new cars, 
is going into this larger car field 
more aggressively than ever be- 
fore, it is said. 

The Packard Six has a wheel 





New Packard 120 


base of 115 inches and is pre- 
sented in eight different body 
styles. The One Twenty, with a 








— 


OU’RE off to a better start (and a better 
stay) in Detroit when you check in at the 


Book. 


You’re right where motor makers and 


motor dealers naturally get together—for 


luncheon, for dinner, for meetings and conven- 


tions. 


You'll like the informality of the swank 


new Motor Bar Cafe. The perfect food and serv- 


ice of our five famous restaurants. 


And you'll 





New Packard Six 


cars have large baggage space. 
Interiors have been completely 
restyled and upholstering is of the 
most luxurious type. This added 
to the softer ride obtained from 
the Safe-T-fleX front wheel sus- 
pension and new larger low pres- 
sure tires is claimed to give these 
cars new qualities in riding com- 
fort. Greater bodily ease in driv- 
ing is accompanied by greater 
mental ease, brought about by still 
further reduction in driving ef- 
fort. 

One feature adding greatly to 
comfort in driving has been en- 
gineered into all of the new Pack- 
ards. It is the front seat adjust- 
ment system. As the seat is moved 
forward it is also elevated and the 
seat back angle is reduced, thus 
keeping the seats orthopedically 
correct for people of varying sta- 
ture at all times. Interesting 
touches in all the new cars are, 
provision for a built-in windshield 
the Packard Twelve has wheel) defroster working from the car 
bases of 132, 139 and 144 inches| heater and an automatic heating 
with 11 body types. cigar lighter. 

In both the Twelve and the Su- Although it has a five-inch 


per Eight, through a complete re-| shorter wheel base and is some- 
balancing of the entire design,| what lighter than the One Twen- 


wheel base of 120 inches, has 
eight body types as before. The 
Super Eight is presented in three 
different wheel bases, 127, 134 and 
139 inches with 11 body types and 





New Packard Super-Eight 


Packard engineers have been able | ty, the new Packard Six has many 
to adopt for these larger cars the| parts identical with those used in 
Safe-T-fleX system of independen-|the One Twenty. Packard engi- 
dently sprung front wheels. neers claim that this should give 

Road stability of the cars is|the new Packard unusual free- 
enhanced by reason of this front | 40m from service adjustments and 
suspension system and through | 44d greatly to the life of the car. 
the adoption of a completely new This is true of the semi-centri- 
type of chassis frame which in-|fugal clutch, the transmission 
creases the torsional, or twisting,| which is quiet in all gears, steer- 
stiffness as much as 400 per cent.| ing gear, Safe-T-fleX front wheel 
Greater safety is an important| suspension, springs, rear axle 
claim for these features which are | and many other parts all of which 


found on all of the new Pack- 
ards. 

Economy of both gasoline and 
oil are much increased by sev- 
eral important changes in the en- 


have met with such success in 
the One Twenty. 


The Packard Six has a six cyl- 
inder L-head engine which de- 
velops 100 brake horsepower. 


appreciate the restful quiet of your up-above- 


the-noise room. It’s de luxe living—at standard 


model prices! 


Book- Cadillac ‘Hotel 


1200 ROOMS. 


- MINIMUM RATE $3.00 
Durries Crane, Manager @ William J. Chittenden, Jr., Resident Mer. 
Directed by National Hotel Management Co., Inc. @ Ralph Hitz, Pres, 


2 | 


gines, including a new type of| This power plant is claimed to 
piston ring. The Twelve engine| give the car an unusual ability 
produces 175 brake horse power,| on the open road and in city traf- 
and the Super Hight 135. The Su-| fic. Powerful hydraulic brakes, 
per Eight is several hundred|the same type as those used on 
pounds lighter than the former! the larger One Twenty, are pro- 
Packard Eight which fact, coupled| yided to give correspondingly 
with an increase in power, is re-| great stopping power. Gasoline 
sponsible for a big betterment in| and oil economy both are de- 
acceleration and agility. All| clared to be unusual for a car of 
Packards are now equipped with| the size of the Packard Six. 
servo sealed hydraulic brakes and; Jn appearance the Packard Six 
centrifuse brake drums. so closely resembles the 1936 One 
The larger Packards now have| Twenty as to make it difficult to 
front doors hinged at the front| distinguish between them. Despite 
with a concealed upper hinge and| its shorter wheel base it is said 
nearly all of the body types are| to possess that same look that has 
equipped with built-in trunks. All| characterized the One Twenty. 


Packard engineers also claim it 
has the same big car comfort and 
ease of handling. Big roomy 
trunks are provided in the tour- 
ing body types. 

Bodies for the Packard Six, as 
well as all the other Packards, 
are made in Packard’s own body 
shops and are characterized by 
sturdiness of construction, safety, 
roominess, comfort and beauty. 
The same type chassis frame as 
is used on the Twelve and Super 
Eight add much to the sturdiness 
and safety of these bodies. 

With no increase in weight, the 
chassis frame of the new 120 has 
been greatly strengthened through 
use of the same type construc- 
tion as in the larger cars, making 
for greater safety, durability and 
riding ease. 


Improvements which have been 
made in the engines have re- 
sulted in an increase in gasoline 
economy and an even greater in- 
crease in oil economy, especially 
at the higher speeds where oil 
consumption is normally high. In 
actual test driving there was a 
200 per cent improvement in oil 
economy at 75 miles an hour and 
less oil consumption was shown 


at 35,000 miles than at 10,000 
which is said to be a complete re- 
versal of the normal experience. 
Many detailed engineering im- 
provements have increased dura- 
bility of the already service-free 
mechanical parts of the car. 


‘In the 
Heart of Philadelphia 


Convenient to the most trea- 
sured of the nation’s historic 
shrines. 


A step from railway terminals, 
shops and theatres. 


An hour from New Jersey's 
great sea coast. 


And a service and cuisine fa- 
mous through three generations. 


Rates begin at $3.50 


BELLEVUE STRATFORD 


One of the few Famous 
Hotels in America 


CLAUDE H. BENNETT, Gen. Mgr. 





Manufacturers Pay Dividends Des 


Move to § Spend 
Millions Called 


“Tax Evasion” 


By C. J. ALEXANDER 


NEW YORK.—When General 
Motors spends $5,575,000 on a new 
plant in New Jersey, Chrysler 
builds a $5,000,000 De Soto plant, 
Packard makes an outlay of $5,- 
100,000 to increase its capacity and 
Studebaker expends $1,000,000 for 
an addition in Los Angeles, they 
are mere “tax evaders” in the 
eyes of the Revenue Act of 1936, 
according to its current interpre- 
tation here. 

No allowance is made for the 
fact that these and other capital 
expenditures by the automobile 
industry this year, reaching per- 
haps $75,000,000, will take thou- 
sands off the relief rolls and aid 
business recovery generally. In 
taking money out of surplus and 
using it to put men to work rath- 
er than paying it out to stock- 
holders, the companies are guilty 
of “tax evasion” and therefore 
must pay undistributed income 
taxes on that money ranging from 
7 to 27 per cent. 

Will Discourage Growth 

Unless the law is changed, it is 
likely that the future tendency 
will be for corporations to do as 
little plant expansion as possible 
because of the added cost due to 
the tax. They can escape the tax 
by turning the money over to 
stockholders. It would appear that 
something is wrong with a law 
that exempts from taxation, divi- 
dends to stockholders but pena- 
lizes expenditures on plant ex- 
pansion. 

The situation is not entirely be- 
reft of logic, however. Money 
paid to stockholders no longer 
represents an asset to a corpora- 
tion, whereas expenditures on 
plant merely represents a transfer 
of cash from current assets to the 
property account. New plant does 
depreciate but during its lifetime 
it is supposed to return a profit 
to the company. But still it does 
not appear that the public good is 
best served by forcing dividends 
and curbing capital expenditures. 

If this phase of the law didn’t 
apply to small companies as well 
as large, it might be taken as a 
part of a program to put a curb 
on further expansion of large cor- 
porations. 

Recalls Boom Days 

In the meantime, the automotive 
industry is paying out dividends 
at a rate reminiscent of the old 
days. How much effect the new 
tax law is having on these pay- 
ments is not yet clear. So far 
amounts being paid hold no 
greater than a normal relation to 
earnings, the motor industry al- 
ways having been liberal with its 
stockholders. Whether the com- 
panies are going to make larger 
payments than usual in order to 
avoid taxation will become ap- 
parent in actions taken by boards 
of directors in the final quarter. 
One thing appears certain and 
that is that they won’t jeopardize 
their financial positions by over- 
liberal outlays. 

The automotive industry in Au- 
gust declared dividends calling 
for the payment of $64,900,000, as 
against $37,700,000 in the like 
month of last year. For the first 
eight months, the total was $207,- 
200,000, comparing with $93,777,000 
a year ago. 

Dividends Declared 

Car and truck companies de- 
clared $56,900,000 in dividends in 
August, as against $35,100,000 a 
year ago, and in the first eight 
months, declared $172,695,000, 
comparing with $70,857,000. Parts 
and accessory companies an- 
nounced declarations in August 
totaling $8,000,000, as against $2,- 
600,000 a year ago, and for the 
eight months, their total was $35,- 
005,000, comparing with $22,920,- 
000. 
Among recent dividend declara- 
tions are the following: 

Mack Trucks, 25 cents, payable 
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Sept. 30; Federal Motor Truck, 10 
cents, Oct. 1; Borg-Warner, regu- 
lar of 75 cents and extra of 75 
cents on common and $1.75 regu- 
lar on preferred, all pavable Oct 
1; Houdaille-Hershey, 62% cents 
extra and 37% cents regular or 
“B” stock and 62% cents on “A”, 
payable Oct. 1. 

Thompson Products, 30 cents on 
common and $1.25 on preferred, 
payable Oct. 1; Raybestos-Man- 
hattan, 37% cents quarterly, Sept. 
15; Citv Auto Stamping. 15 cents. 
Sept. 30; Bower Roller Bearing. 
75 cents, increased from 25 cents, 
payable Oct. 24: Budd Wheel, par- 
ticipating preferred. 25 cents ex- 
tra. and regular $1.75. Sept. 30: 
Bohn Aluminum & Brass. 75 
cents, Oct. 1: Briggs & Stratton. 
75 cents, Sept. 15: Campbell, 
Wyant & Cannon, 25 cents, Sept. 
30. 

The most active antomobile 
stock in recent trading has been 
Packard, reflecting the influence 
of early announcement of new 
models. The general tendency 
among both traders and investors 
is to await more definite indic>- 
tions as to what will be offered 
by the various companies for 
1937 before again entering the 
motor share market in large 
volume. 

Automotive Daily News stock 
price averages for Sept 2 com- 
pared as follows with the pre- 
ceding week a year ago: 
Tact This 
Wink Wack Chance 
47.24 4831 +1.07 
49.96 50.99 +1.03 


Year 
Ae 
30.15 


24 Motors 
31.65 


10 car-truck co’s... 
1M Parteonnpgeories, 4989 4912 L142 29.09 


4 Tire-rubbers..... 26.05 26.89 -+0.84 14.44 

Chrvsler. General ‘Motors. Hud- 
son. Mack. Nash. Packard and 
Studebaker were higher for the 
week in the car-truck groupn and 
Bendix, Borg-Warner. Briggs 
Eaton, Electric Auto-Lite and 
Stewart-Warner were among the 
narts-accessorv stocks to estab- 
lish gains. Goodrich, Goodyear 
and U. S. Rubber registered 
moderate advances. 

Eaton Manufacturing notified 
the Stock Exchange of its atten- 


tion to call a special meeting of; 


stockholders for Sept. 28 to vote 


on a proposal to change the com- | 


pany’s capital stock from no-par 
value to $4 par. 


| brought forth some 


Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


today’s trading. 
clined to the upside. 








New York, Sept. 4, 3:00 P.M.—Except for continued interest 
in Packard, incidental to announcement of new models, 
stocks of automotive companies continued quiet in 

Price changes, although fractional, in- 

The rise in Packard has been 

gradual but steady in recent markets. 





1,000 Chevrolet Dealers 


Join Modernization Move 


FLINT.—The_ dealer 
modernization program which} 
Chevrolet’s service and mechani- 
cal department sponsored this 
year has resulted to date in the 
improvement of nearly 1,000 deal- 
ers’ establishments, at a total out- 
lay of more than $4,000,000. C. W. 
Wood, director of the department, 
announced this week. It has been 
an important factor, Wood said 
in the dealers’ attainment of new 
all-time high marks in customer 
labor sales so far this year. 

Chevrolet’s activity in behalf of 
better service facilities was 
prompted by surveys, conducted 
in 1935, which showed that com- 
paratively few automotive deal- 
ers were geared up for the in- 
creased volume anticipated for 
1936. The past few years have 
seen the development of new 
service merchandising technique. 
Keen competition for business. 
during the depression period 
interesting 
exverimentation along that line 
with special reference to the lo- 
cation of the service department. 
its layout, and its equipment. 
Dealers who took the initiative 
in improving their places of 
business reported that the in- 
vestment invariably paid. 


building 


On the strength of these sur- 
veys, the Chevrolet service de- 
partment undertook to place at 
dealers’ disposal the information 
they would need in order to adapt 
the information to their local 
situations. A building division of 
the department was organized 
and was equipped with layouts 
and plans, and dealers were en- 
couraged to make use of these 
resources in attacking their own 
individual problems. 

The cost of the hundreds of 
modernizing jobs which they have 
undertaken this year ranged all 
the way from a few hundred dol- 
lars to more than $100,000 each 
Wood reported. They ran the 
gamut from a simple widening of 
the dealer’s service entrance on 
up to the erection of a brand 
new, modern building. And in 
every instance, service received 
primary emphasis. 

“The whole program,” said 
Wood, “is based on the recog- 
nition that the time to build for 
tomorrow is today. We have 
found our dealers decidedly open 
to the idea of plowing back prof- 
its in order to assure their own 
permanency. Most important of 
all, the results have justified the 
step.” 
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Allis Chalmers Mfg. ...... 


American C. & F. 
American Chain 
Auburn Auto 
Bendix Aviation 
Beth. Steel 


Budd Mfg. Co., E. G. .... 


Budd Wheel Co. 
Chicago Yellow Cab (1) 


Com. Credit 
Commercial Inv. T. (2) 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 

du Pont de Nemours 


ES 


Electric Auto-Lite 
Electric Storage Battery 
Evans Products 

Federal Motor 
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Sept. 4 Aug. 28 


1936 
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Lee Rubber & Tire 
Libbey-Owens-Ford Glass . 


Mack Trucks (1) 
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Steel 


Rockwell 


Raybestos Manhattan 
Reo Motor 
Republic Steel Corp. ........... 


Vac. 


Sparks- Withington 
TE. cs ci cdeaebscaees 
Stewart-Warner 


Timken-Det. Axle 


Roller Bear. 


U. S. Industrial Alcohol 


Westinghouse E. & M. 
White Motors 


Truck 


CHICAGO 


Asbestos Mfg. 


Aviation 


27 


pite ;xpansion 


Held Ford Stock; 


Sues to Recover 


DETROIT.—Mrs. Alice Gray 
Kales, once part owner of the 
Ford Motor Co., brought suit in 
Federal Court here this week to 
recover $195,710 in income taxes, 
which she declares were illegally 
assessed in 1919. 

The suit stems a court decision 
in 1919 whereby Ford stockhold- 
ers, led by John F. and Horace 
Dodge, forced the Ford Motor 
Co. to pay 50 per cent of a $52,- 
000,000 surplus. This surplus had 
been accumulated by Henry Ford 
to begin construction upon what 
is now the Rouge plant. 

Of this melon, Mrs. Kales got 
$546,318 in dividends and interest 
as her share of the Ford surplus 
as of July 31, 1916. 

She paid an income tax on the 
dividend as of 1917 of $48 601.84. 
The government, however, con- 
tended the dividend represented 
her 1919 income and that it 
amounted to $326,000, the tax 
rates having jumped between 1916 
and 1919. 

The government’s contention 
was upheld by Judge Charles C. 
Simmons and by the Court of 
Appeals. 

Thereupon Mrs. Kales sold her 
525 Ford shares for an undeter- 
mined sum, The government then 
set a value of $9,489 on each 
share, ordered Mrs. Kales to pay 
a tax of $2,627,309. She paid this 
under protest in March, 1925. 
Mrs. Kales now claims that of 
this sum, $195,710 was illegally 
assessed. 


Aluminum Industries 
Reports for Six Months 


CINCINNATI.—Net income of 
$48,468 for the six months ending 
June 30, after depreciation and 
federal taxes, is reported by 
Aluminum Industries, Inc., manu- 
facturer of Permite Products. 
This compares with net income 
of $34,994 for the same period in 
1935. 

Current assets, as of June 30, 
are $1,319,974 against current lia- 
bilities of $551,949. This compares 
with $1,088,959 and $376,076 on 
June 30, 1935. 

Earnings per share this year 
approximated 48 cents for the 
first six months against 35 cents 
for the same period last year. 


Hupmobile Patent Suit 
Dismissed in U.S. Court 


GRAND RAPIDS, Mich.—Judge 
Fred M. Raymond, in federal 
court here Aug. 29, filed findings 
and fact and conclusions of law 
dismissing the patent infringe- 
ment suit brought by Earl Holley 
of Detroit against the Goldner 
Sales Co. of Grand Rapids, in- 
volving features of the Hupmo- 
bile motor. The local company 
sold 1935 Hupmobile cars in 
Grand Rapids, and was named 
defendant to bring the case with- 
in jurisdiction of federal court 
here. 

The patents in question in- 
volved utilization of the heat of 
the exhaust gases of the motor 
for heating the fuel mixture in 
an intake manifold preceding its 
entrance into the cylinders. 
Judge Raymond held the Hupmo- 
bile construction did not infringe 
on the patents. 


Muskegon Piston Ring 
Reports 6-Mo. Profits 
MUSKEGON, Mich.—The Mus- 
kegon Piston Ring Co. reported 
Sept. 1 that operations of its 
Sparta division for the six 


months ended June 30 and its 
Muskegon division for the three 
months ended June 30 resulted 
in net profits of $180,853.40. 


























CHECK! 


Room in the front seat for three— 
knee-room uncluttered by levers. 


One finger selects, and shifts to any 
gear—forward and reverse. 


The driver's hands need never 
leave the wheel. 


His eyes need never leave the road. 
Smoother, quieter shifting. 

Swifter getaway. 

Operates faithfully in any weather. 


Easier on clutch and gear-set. 





BENDIX 


FINGER-TIP GEAR CONTROL 


Take a good, long look at the specifications of your 1937 cars before 
you close them. Weigh the reasons why any particular sales feature ha: 
been included. You'll find no stronger reasons than the four at the tor 
—few that are as strong. 

Bendix Finger-Tip Gear Control sells cars. It sells cars out of all pro 
portion to its very moderate cost. More than 93 per cent of the many’ 
thousands of owners interviewed, who voluntarily paid extra to get 
Finger-Tip Gear Control, state they are not only completely satisfied, 
but will want it on the next cars they buy. 

Bendix stands ready to collaborate and co-operate in the simple task of 
engineering Finger-Tip Gear Control into any 1937 chassis. 

There’s still time to do it. But there’s no time to waste. 
Why not put in a ‘phone call RIGHT NOW for Bendix—South Bend?) 


BENDIX PRODUCTS CORPORATION, 


401 Bendix Drive ° (Subsidiary of Bendix Aviation Corporation) e South Bend Indianal 






